




















E OF MARKETING > DISTRIBUTION - RESEARCH - CONSUMER SELLING 


r™ 2 mates 7s i a ae + on ilies te 








Rod Devil, 


PAINT CONDITIONING EQUIPMEN! 
The world’s leaders. Nationally advertised, 


Good news! You too, can sell paint in No. 30 
full view of your customers that is RED DEV 
made “fresher than fresh” —yes, the _ PAINT 
famous No. 30 is back. Set automatic = CONDITION 
timer from 30 seconds up to 15 minutes | 
and the No. 30 perfectly conditions 
every can on the shelf from 1/, pint to ; 
gallon—at the rate of 700 shakes a i. a BRIDE VIL ao 
minute. eS ei 
Left: Permanent and portable 
Counter High Pedestal bases; 


below: Four Can and Square 
Can Adapters for No. 30. 























4 DEViIt 
Larger model takes 2 to 5 gailon cans, PAINT MIXERS 


has 2 gallon and odd size Can adapter. 4 (not to be confused with conditioners) 
Triple, three way action. Designed for , : 
sale to industrial users of paint and Lk AL /f The No. 31 Portable Electric 
other liquid or materials; and to ware- : Paint Mixer is the contractor's 
houses, aircraft, and auto plants, city, ~~ favorite because it does the 
public utility and oil maintenance ~S job in a few minutes, Rotates 
departments, large contractors, etc. @h at 1750 revolutions a minute. 
a Y Ideal for mixing paint and 

blending colors. Made in 

three sizes — 27”, 42", 49° 


NEW (S-1 Super Scraper 4/) No. 31, Jr. Paint Paddle with 
with CARBOLOY BLADE fi 14” blade is a superb portable 
color mixing unit with great 


Stays sharp 100 times longer — four ; q/| : 
’ : potential d — r 
edges, four different shaped corners. i demand—be the Grst 


: f : / to show it for fast turnover. 
Serapes paint, finish, rust from wood, Gs) fast ¢ 





metal, masonry, etc. $3.50 retail. 
Replaceable blade $2.00 retail. 


A Product of “Red Dewil Tools. Irvington 11, N. J., U. S.A 
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Our Newest Alacrome 


FITS-ALL No.5 
uilelle Steen Dor 


GRILLE 








The most beautiful, ornamental Fits-All Grille 
of them all! Its gracefully designed scrolls insure 
a wide sales appeal. Also fully adjustable for 
nearly all standard-size screen doors. Made of 
Alacrome metal with a permanent, silvery-satin 
finish that will not rust or tarnish. Note the in- 
genious patented holder in the lower right corner 
of the grille as installed on the door to the left. 
It permits easy adjustment of the scrolls to fit 
the door while being installed. Each grille packed 
in individual, attractive, fully illustrated display 
carton. We're sure this new grille will soon lead 
the field, so order your stock right away! 








IDEAL FOR 
COMBINATION 3 
SCREEN-STORM DOORS fF 


Our new FITS-ALL No. 5 
Screen Door Grille is fully 
adjustable for many styles of 
screen doors. For example, 
on the combination screen- 
storm door shown at the left, 
the scrolls may be installed 
in both the upper and lower 
sections to create a_ striking 
effect. Such grace- —__ 

ful designs have = 
sales-appeal as 
well as eye- 
appeal! 
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Nationally Advertised 


We tell the millions of 
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readers in these leading 
national magazines to buy 
our products from you. 
Order today and keep 
well supplied! 


Each grille is individually packed in 
this eye-catching, colorful display car- 
ton with complete instructions for in- 
stalling and suggestions for arranging 
scrolls. 
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News Briefs for the Susy Reader 


Do you plan to live another fifty years? They say 
there’ll be 200,000,000 people in the country; and long 
before that time the population increase will be doing 
things to business. In fact it’s happening now. 


* aK * 


Twice as many marriages per year at present as in 
pre-war days; and families are larger. All of which 
explains a lot about the housing boom. 

. £ & 


We’re told there are fifty percent more children 
under five years of age than in 1940. And that helps 
explain the demand for detached houses, more bed- 
rooms per living unit and more square feet of floor 
space. 

* * * 

Congress has given the Federal housing men nearly 
every kind of credit apparatus for which they’ve 
asked; so Congress may authorize the Foley “Regional 
National Mortgage Associations.” They’re not in the 
legislative works at this writing but are expected any 
time. 

ec e& 

These Associations—to be privately owned, but 
shored up by the Housing Agency—are to handle the 
Fannie Mae mortgage buying. Mortgage bankers 
made the suggestion; also asked for tax-free provi- 
sions and higher interest rates. 

* * * 

Big economic worry in the national capital is 
“creeping unemployment.” It’s called the ’51 danger 
spot. It’s partly technological unemployment, partly 
a reluctance of industry to expand plants. 

* * * 


Credit expansion, however, booms ahead; and, so 
far, it’s given immense volume to this industry. 
There’s a feeling that in some lines easy credit has 
been a substitute for possible price adjustment. 


* * * 


At present, credit financing is clearly the top power 
factor of business. The two big industries upon which 
the economic drive depends are housing and automo- 
biles; both riding upon floods of credit. 

* * * 


A stiff curb upon the credit of either line, at pres- 
ent, would rock practically every other industry. It’s 
safe to guess there’ll be no planned or deliberate move 
of that kind. 

* * * 

The most recent available figures show that auto 
loans have increased by about forty percent during the 
past year; while credit loans of all kinds increased by 
thirty percent in the same period. Economists don’t 
seem to worry about these increases. 
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CONSTRUCTION 


Volume exceeds amount for any 
previous April; home starts lead 


CONSTRUCTION activity last 
month, led by private homebuild- 
ing, exceeded all previous records 
for the month of April, according 
to a report released by the Con- 
struction Division of the U. S. De- 
partment of Commerce and the 
U. 8. Department of Labor’s Bu- 
reau of Labor Statistics. 

Total value of new construction 
put in place during April was esti- 
mated at $1.7 billion, a seasonal 
increase of 10 percent over the 
March estimate and 24 percent 
more than in April 1949. During 
the first 4 months of this year, a 
total of $6.1 billion was spent for 
new construction, 20 percent more 
than in the same period of 1949, 
as a result of corresponding in- 
creases in both private and public 
construction outlays. 


TOTAL PRIVATE 


Total outlays for all types of new 
private construction during April 
were estimated at $1,254 million, 
an advance of 9 percent over the 
previous month and 27 percent 
more than in April 1949. Public 
expenditures for new construction, 
amounting to $443 million last 
month, were 15 percent above 
March and 16 percent larger than 
public outlays last April. 

Work valued at $720 million was 
done during April on the record 
number of new homes that have 
been placed under construction in 
the past few months. After a sea- 
sonal rise of 11 percent over the 
March level, the value of new pri- 
vate residential construction in 
April was 62 percent above a year 
ago. For the first 4 months of the 
year, new residential construction 
in 1950 was 50 percent ahead of 
1949, 


NON-RESIDENTIAL 


Private nonresidential building 
did not share in the spring pickup 
of construction activity - during 
April. Expenditures for factories, 
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THESE 35 POPULAR USES 
ror SISALKRAFT propucts 
MEAN MORE PROFITS FOR YOU 


AIR-TIGHT WATERPROOF 


SISAL >: 
REINFORCED 


SISALKRAFT uses 
IN BUILDING-CONSTRUCTION 


As SHEATHING PAPER 
As a MOISTURE-VAPOR BARRIER 
For FLASHING Door and Window Openings 
UNDER ALL CONCRETE SLABS 
COVERING CONCRETE 
(Curing and Protection) 
UNDER FINISHED FLOORING 
As PROTECTIVE COVERING for finished 
floors, stairways, trim, marble work, etc. 
As WEATHER-PROTECTIVE ‘‘TARPS’”’ over 
lumber, brick, cement, aggregate, etc. 
As WEATHER-PROTECTIVE ‘‘TARPS’’ 
over machinery 
FOR CLOSING IN, Temporary Partitions, 
Lining Sheds, etc. 
For FROST PROTECTION 
For Shade and Rain Shelters 
As DRY SHEET under STUCCO 


SISALATION uses 
IN BUILDING-CONSTRUCTION 


As Combined Sidewall INSULATION 
and VAPOR-BARRIER 
As Ceiling INSULATION 
UNDER FLOORS 
With SISALKRAFT, for INSULATED 
DRY WALLS 
For Lining ATTICS & UNFINISHED ROOMS 
For SINGLE-WALL Construction 
For POULTRY-HOUSE LINING 


SISALKRAFT on tHe Farm 


For Temporary SILOS, Trench SILOS 
For HAYSTACK COVERS 
For Corn Crib COVERS: Grain Bin Liners 
Temporary GRAIN PILING or STORAGE 
For SEALING Permanent Silo Tops and Doors 
For WAGON and TRUCK COVERS 
As WINDBREAK ‘“Tarps’’ 
As PROTECTIVE ‘“‘Tarps’’ over machinery 
As SHEATHING PAPER for Farm Homes 
For LINING BARNS, SHEDS, SHELTERS 
For LINING STOCK CARS and TRUCKS 
For CURING CONCRETE 
For TREE WRAPS 
As SHADE and RAIN SHELTERS 
As SOIL STERILIZATION Covers 
As Protective ‘‘Frost Blankets’’ 
and many other uses. 


Ask for Free Merchandising Aids 


==am= MAIL THIS COUPON TODAYseanm 
The SISALKRAFT Co., Dept. AL-5 
205 W. Wacker Drive, Chicago 6, Ill. 


Please send free samples and information 
on all Sisalkraft Products. I am a 
0) Contractor; [] Dealer. 


Name 





Firm Name 





Address... 
\k City, Zone and State 


"THE SISALKRAFT CO. 
Chicago 6 * New York 17 + San Francisco 5 











store and office buildings, and 
warehouses were made at about 
the same rate as in March and 
were somewhat below the level of 
last year at the same time. Outlays 
for industrial buildings were 21 
percent lower than last year in 
April and for the first 4 months 
of this year, they amounted to 30 
percent less than the total for the 
same period of 1949. Expenditures 
for private hospital construction 
were still more than double those 
of a year ago. 


WESTERN PINE 


Association names Umpauf 
to cover middlewest area 


APPOINTMENT of Gerhard M. 
Umlauf of Klickitat, Wash., a vet- 
eran of 20 years in the lumber 
manufacturing industry, as field 
representative in the north central 
agricultural states has been an- 
nounced by the Western Pine as- 
sociation. 

Umlauf, 36, will cover Iowa, 
Minnesota, the eastern sections of 
Nebraska and North Dakota and 
northern Missouri, Joseph W. 
Sherar, promotion manager, said. 
He will call on dealers, architects, 
builders and other wood users on 
behalf of the association whose 
members produce the Western 
Pines and Associated Woods. 

“Mr. Umlauf’s thorough back- 
ground in manufacturing and long 
experience with grades and species, 
together with his retail experience, 
fit him uniquely to his new duties,” 
Sherar said. “We urge all lumber 
users to take advantage of his com- 
plete knowledge of our members’ 
products.” 

Umlauf has spent all of his adult 
work life with the J. Neils Lumber 
company of Klickitat in virtually 
every capacity in the production 
process. For the past four years 
he has been in charge of the com- 
pany’s retail outlet. During the 
war he served for three years with 
the Army tank corps. 

Umlauf will make his headquar- 
ters in Ames, Iowa. 


OPEN-END MORTGAGE 


Northup lends NRLDA support 
to newly popular payment plan 


H. R. NORTHUP, executive vice 
president of the National Retail 
Lumber Dealers Association, re- 
cently urged the Federal Housing 
Administration (FHA) to help 
raise the standard of American 
housing by endorsing widespread 
use of the Open-End Mortgage. 

“The modernization of 5,000,000 
or more older homes can be speeded 


up greatly if FHA will join wit) 
retail materials dealers, saving 
and loan institutions, and _ othe 
building industry groups in eq. 
cating the industry and the public 
to the advantages of the plan,” Mr 
Northup told members of the Pro. 
ducers’ Council at their semi-ap. 
nual meeting being held here. 

“The greatest advantage of the 
Open-End Mortgage is that the 
cost of home improvements can le 
spread over the remaining life oj 
the original mortgage, thus hold. 
ing monthly repayments to a mini. 
mum outlay within the reach oj 
most families. 

“The first step in extending the 
use of this tested plan is to e.- 
amine the legal requirements in the 
individual states, so that enabling 
legislation can be passed where 
necessary. At the present time, 
there is considerable confusion and 
difference of opinion as to whether 
use of the Open-End Mortgage is 
permitted in some of the states. 

“When the legal situation has 
been cleared up, there should bea 
great wave of major home improve 
ments, because for a few dollars a 
month owners of older homes wil 
be able to put new roofs on their 
homes, build garages, insulate walks 
and roofs, add new rooms, install 
modern kitchens and_ bathrooms, 
modernize their heating plants, ani 
in many other ways make their 
homes more livable and comfort 
able. 

“In typical instances, the 
monthly outlay for major home 
modernization projects under the 
open-end plan is only about one 
third as great as it is under tre 
ditional financing plans which re 
quire complete repayment within 
three years or less.” 


INTEREST RATE 


FHA reduction expected 
to increase building levé 


REDUCTION of the maximut 
interest rate on FHA home mort 
gages to four and one-fourth per 
cent was jointly announced It 
cently by the Housing and Home 
Finance Agency and the Feder 
Housing Administration to becom 
effective with respect to all appl 
cations received in FHA field office 
on and after next Monday, Ap! 
24. 

“After months of thorough! 
studying the mortgage money mal 
ket it was concluded that this lov 
er rate would be effective in prt 
ducing a high level of resident 
construction under the FHA prt 
gram,” it was declared by Admit 
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Tame that wild grain with 


FIRZITE 


mprove- it 
we wey Over 40 million feet of fir ply- 
sei wood are sold every week! 

s will Here’s your market for 


FIRZITE! For FIRZITE is a 


ym. their 
“MUST” when finishing fir ply- 





ite walls 
, install wood. Used as an undercoat it 
rooms, tightly seals the pores . . . vir- 
per, tually prevents grain rise and 
nts, and checking . . . readies the sur- 
ce their face satin-smooth for paint, 
-omfort: Stain or enamel. 
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SAT t W L AC (In pints, quarts, gallons) 


The big modern trend is for light natural 
wood finishes. When customers ask you 
what to use, you'll make friends by recom- 
mending SATINLAC, to bring out and 
preserve the natural grain and color 
beauty of any plywood or solid wood. 
Satinlac avoids that “built-up” look and 
will not turn yellow or darken with age. 
“Water-white”, easy to brush or spray and 
dries ready for next coat in 3 or 4 hours. 


2s NATIONALLY 
« SoBMADVERTISED 


rth per Imost daily we turn over to 
iced Tt Hour dealers inquiries from our 
.d Home fiiteds in Saturday Evening Post, 
Federd il Better Homes and Gardens, 
merican Home, Popular Me- 
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All app Besever ether publications! (In pints, ts, gallons) 
1d office ° sine ei | UNITED STATES PLYWOOD CORPORATION | 
vy, Apr! S) | Dept. 58, 55 West 44th Street, New York 18, N. Y. | 
) ; € PECIAL Your choice of 2 special package as- Send me (check items desired) | 
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per house 


(13 sqs. asbestos shingles on gypsum) 


$7583 per house 








(13 sqs. wood shingles on gypsum) 


—that’s what ES-NAILS 
saved me... good 
money in the bank!” 


—says a prominent New Jersey builder. 


In full, he stated: “I use ES-nails to 
attach both wood 2nd asbestos shin- 
gles directly to gypsum sheathing— 
and they really do a job. 

“ES-nails give better results than 

other types of construction .. . we are 
highly pleased with their locking abili- 
tv—and use them exclusively.” 
' Other practical reasons for using 
ES-nails include: their ease of appli- 
cation—no special tools are required, 
use a regular shingling hatchet or car- 
penter’s hammer . . . they are self- 
locking, attaching wood or asbestos 
shingles directly to gypsum or insula- 
tion sheathing . . . and they can be 
driven at any convenient point—no 
need to locate studs. 

This story is being nationally ad- 
vertised directly to your customers in 
leading builder and construction peri- 
odicals. Practical point-of-sales mate- 
rial is available to help you cash-in on 
the growing demand for ES-nails. 

For complete information, includ- 
ing prices, discounts, and other perti- 
nent data, write: Elastic Stop Nut 
Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 

National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 










CERTIGRADE 
s win Gie _ 
alll Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 

ington, representing manufac- 

rhc nenen saan turers of Certigrade Shingles. 





istrator Foley and Commissioner 
Richards in a joint statement. 

Under the new maximum rate 
permitted the FHA will insure only 
mortgages which bear interest at 
four and one-fourth percent or less. 
This interest rate, plus the one- 
half of one percent insurance pre- 
mium, makes an overall maximum 
annual cost of four and _ three- 
fourths percent. 


SALES TRENDS 


Retail totals run slightly 
higher than previous year 


SALES of all retail stores in 
March amounted to $10,920 million, 
nearly 4 percent above the same 
month a year ago, the U. S. Depart- 
ment of Commerce announced re- 
cently. 

In general, the high sales activity 
in the first two months of the year 
was maintained. After adjustment 
for seasonal factors and trading- 
day differences, dollar sales in 
March declined nearly 1 percent 
from the high February rate, but 
were still above January. 


MARKETS 


Prices continue to stiffen; 

occasional shortages felt 

PRICES throughout the lum- 
ber market continue to stiffen as all 
types of construction activity bowls 
along toward new records. Latest 
unexpected upsurge is in the com- 
mercial and industrial field: e.g., 
new factory and storage space con- 
struction which has been delayed 
due to.market uncertainty. Man- 
agement now appears confident of 
the future and has given go ahead 
signals. This construction eats into 
already short supplies of building 


materials, puts on more pressure 


for price rises. 

There are spot reports of cement 
and rock lath shortages, some of 
which are putting an occasional 
brake on building. Points in Texas 
are among others reporting such 
shortages. 

TACOMA — With both lumber 
and log production going ahead at 
near top levels, the outlook gen- 
erally for the industry is the best 
that has been evident in many 
weeks. Inquiries and orders are 
continuing to reach operators in 
almost flood proportions and even 
the delivery situation, which cur- 
rently is causing the greatest rub, 
is beginning to ease somewhat. 
Much of the relief is coming from 
rail deliveries. There is still quite 
a bit of wailing concerning the 
shortage of ships carrying lumber 
to California. The bottoms just 
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aren't plentiful enough to care fy 
the demand on the California may. 
ket. Two of the biggest Califorpi, 
operators, the Olson line and the 
Coastwise line, are taking as much 
lumber south as they can handle 
but still there is more lumber he. 
ing offered than is taken. Some. 
thing of the same situation pre. 
vails in the _ intercoastal trade 
Lumber and shipping men repor 
a terrific demand in the east, predi. 
cated on a building boom for At. 
lantic coastal states. The Pope and 
Talbot Adventurer is now loading 
1,000,000 feet here for the Eas 
coast. The Mount Greylock is due 
next week for a_ considerable 
amount. Virtually every inter- 
coastal ship now calling here js 
taking some lumber in addition to 
general cargo. The Fairisle and 
the Calmar are loading 811,000 and 
790,000 feet, respectively, at St, 
Paul & Tacoma Lumber Company 
for the East coast. The Hawaiian 
Forester is due in mid-May to load 
400,000 feet at the Defiance mil! 
for the Hawaiian Islands. 

SEATTLE — Log input is in- 
creasing but there is a consider 
able shortage of cedar logs anda 
fair percentage of shingle mills are 
operating with some idle machines. 
Lumber production continues good. 
Strike threats are the principal 
cloud on the production horizon 
and to a small extent snow still re 
tards some high altitude logging 
camps. 

Demand-prices — A big demand 
for commons continues to keep the 
fir market strong. The tendency 
of production to overhaul orders to 
some indicates the market is neat 
the peak. The market is very sensi- 
tive but stronger than 2 weeks ago. 
Uppers show some strength pal: 
ticularly in the D grades. D floor- 
ing is estimated to be 60 percell 
up from the bottom of the market; 
other uppers around ten percent. 
Boards are cheaper than dimension 
by five to seven dollars. Timbers 
are up a little but the demand for 
them is not large. Prices on di 
mension are about as high as @ 
the high point in 1948. Some B.C. 
mills are loaded up for 30 days 
and some are out of the market. 
Spruce mills are out of the market 
Log shortages caused by snow ale 
slowing B.C. input. 

Large mills won’t sell cars of di 
mension but insist on one half 
boards or uppers. Mills are vey 
choosy; some have withdrawn lists. 
They do not want orders beyond 
30 days. 

As compared to two weeks ag? 
some Douglas fir upper items at 
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AINZUA PINE 


--the pine to choose for 





wots) Mg 




















e's No Finer 
ber Than KINZUA PINE 


Kinzua pioneered in offering every foot of its 
production "Quality Guaranteed". For over 22 
years, Kinzua's adherence to dependable pro- 
duction standards has enabled them to build an 
enviable reputation for quality. 


Year after year Kinzua Pine has satisfied custom- 
ers because it comes from uniform quality timber 
fom Kinzua's own vast tree farm. Because it is 
uniformly well-manufactured in Kinzua's modern, 
completely equipped mill. Because it is 100% 
scientifically ‘kiln-dried in the latest type kilns. 
Because it is graded strictly in accordance with 
Western Pine Association grading standards. 
Because it is 100% stored and loaded under 


cover. 


To insure yourself and your customers the finest 
quality lumber—choose Kinzua "Quality Guaran- 
teed" Ponderosa Pine every time. Specify 
“Kinzua Pine’ on your next order. 


NATIONAL WOODWORK MFRS. ASSN. INC. : 





BuILp Nc Propucts MERCHANDISER 





KINZUA PINE MILLS CO. 
KINZUA, OREGON 

















Grading behind the planer. All Kinzua lumber is graded after kiln drying 


and surfacing to insure accuracy and quality. 


STRAIGHT OR MIXED CARS 


including our famous “Architect 
Designed" window and door frames, 
bevel siding, ceiling, base, finish, 
knotty pine paneling, boards, glued- 
up floor blocks, glued-up panels, Fir 
and Larch boards and dimension. 


MEMBER WESTERN PINE ASSOCIATION 






















The WY twaukee 
Oombinati 


SASH BALANCE 
aud 


WEATHERSTRIP 


Available 
with or without bronze covers that completely 
hide spring, as shown above. 


PERMITS REMOVAL OF 
SASH WEIGHTS, INSULA- 
TION OF MULLIONS. 


Slash Labor Costs 


Simple installation allows one man to 
easily install 30 or more windows in 8 
hours. No high-priced skilled labor needed. 
This means you can get more satisfied 
customers at lower cost . . . higher profit! 


* s 
“Jofes tn Operation / 
Smooth, positive action; accurate balance; 
finger-tip control plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows 
and window rattle. 







EFFICIENT Aeteae FOR OLD 
Low U2 72e OR NEW 
cost QGSsgZ® suitviING 


ATTENTION MILLS AND LUMBER YARDS 


IDEAL FOR PRE-FIT WINDOWS 
Can Also Be Sold in Single Unit Packages 


Mail this coupon today! 


Milwaukee Strip Service, Inc. 

4621-23 W. Lisbon Ave. 

Milwaukee 8, Wisconsin 

Please rush me folder L-5 and price list of 


Milwaukee Combirration Sash Balance Weather- 
strip 





vanced $5 to $10; hemlock D up- 
pers went up $7 and commons $5. 
Western red cedar lumber ad- 
vanced $8 to $20. Royal shingles 
firmed to $15. Ponderosa Pine 
mills have not advanced prices. 

The shingle market is strong 
with mills oversold except for some 
lower grades. Shingle demand 
comes from all markets including 
some from the middle west. 


KANSAS CITY—The South- 
western lumber market showed 
pronounced strength in recent days 
and the spring building surge and 
rush to make replacements by re- 
tailers have given the industry a 
sound footing. The east side of 
the Mississippi river, which has 
been rather slow in the movement 
of lumber and prices have been 
depressed, joined the upturn in the 
past week with gains generally of 
$2 to $3 a thousand. 


Lumbermen assert that the east- 
ern area will come in for more 
advances in the next week or so. 
As yet production has not picked 
up appreciably in that area owing 
to the rather heavy stocks that 
obtained during the winter months. 


On the west side of the Missis- 
sippi, however, many mills have 
gone back to a 2-shift basis and 
those that dropped back to 40 hours 
a week following the increase in 
wage rates in January, have found 
it necessary to step up operations 
to a 45 to 50-hour level again to 
meet the urgent demand for lum- 
ber. 

A survey made by the Trans- 
Missouri - Kansas Shippers’ board 
shows that first reports indicated 
a decrease in movement of lumber 
and forest products by rail during 
the three months ended June 30, 
as compared with a year ago. Since 
the return of the questionnaires, 
however, there have been several 
storms in the Middle West as well 
as in the North which have created 
a heavy demand for poles. Also the 
building trend is upward and it 
now seems assured that the rail- 
roads in the board’s area will re- 
quire 12,641 cars as a minimum 
to handle the lumber, which 
amount is the same as required in 
the same period of last year. 


Lumbermen report that the prob- 
lem of mills in the months ahead 
will be that of getting enough pro- 
duction to fill the demand. Orders 
are piling up and some mills in- 
dicate they will refuse to accept 
business past 30 days if the pres- 
ent trend continues much longer. 

Prices of kiln-dried boards, No. 
2 1 x 8’s were priced at $72 to $79 
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on the West side of the river, ag 
1 x 6’s were going at $72 to $7, 
On the East side, 8-inch boar 
were $67 to $73 and 6-inchi, $65 
$70. The air-dried lumber gene. 
ally brought $2 to $3 a ihousanj 
less. 

On dimension stock, 2 x 4, 2x4 
and 2 x 8 were generally price 
the same, at $73 to $74 for th 
West side; on the East side value 
were about $63 to $65 for air. 
dried stock. 

Flooring on the West side wa 
$150 to $160; on the East side 
$140 to $145. Finish prices wer 
about the same. 

The hardwood market remained 
exceptionally strong, with No. 2 
gum difficult to find and priced a 
$45 to $46; No. 1 & btr gum a 
$100; FAS at $120. 


LUMBER STATISTICS 


LUMBER shipments of 419 milk 
reporting to the National Lumber 
Trade Barometer were 8.1 percent 
above production for the week ent 
ing April 29, 1950. In the same 
week new orders of these milk 
were 14.1 percent above production, 
Unfilled orders of the reporting 
mills amount to 61 percent @ 
stocks. For reporting softwood 
mills, unfilled orders are equiva 
lent te 28 days’ production at the 
current rate, and gross stocks ar 
equivalent to 44 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
15.2 percent above production; or 
ders were 24.4 percent above pro 
duction. 

Compared to the average cor 
responding week of 1935-1939, pro- 
duction of reporting mills was 65.) 
percent above; shipments were 61. 
percent above; orders were 74 
percent above. Compared to the 
corresponding week in 1949, pre 
duction of reporting mills was 8! 
percent above; shipments were 10. 
percent above; and new orders 
were 20.0 percent above. 


WESTERN PINE 


The 96 mills reporting to the 
Western Pine Association for the 
week ending April 29, 1950, cut 61, 
124,000 feet, compared to 62,474 
000 feet for the same period a yeal 
ago. Orders for the week totaled 
72,684,000 feet, 18.9 percent above 
production. Orders for the corté 
sponding week a year ago totaled 
64,935,000 feet. Shipments during 
the week amounted to 72,201,00 
feet, compared to 71,571,000 fet 
a year ago. Gross stocks at th 
week’s end stood at 636,653,00 
feet, compared to 816,090,000 fet 
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Lumber dealers 
open the door to 
eusy-come sales. 


No. 359 


BATH-BEDROOM SET 
Privacy 


locking button, inside — 


with emergency entrance 
Outside. 


feature, 


¢ 





% 
(® ne > eg 
i” 4  Z 


ns 345 BYE) 3 LATCH SET 
Perates by knobs from 
either inside or outside. 


with Q\Ri) Budget-Priced 


KEY-IN-KNOB 
Tubular Lock Sets 





WHY THEY BUY... 


either side and by key 
from outside when locked 
by inside lever. 


HERE’S 


An Outstanding Value 
CORBIN QUALITY 
THROUGHOUT. 


No. 646 STANDARD NIGHT LATCH 


for doors opening in. Functions by 


key from outside and thumb i aate) s) 
inside. Inside slide lever holds bolt 
'n retracted position. 


e Smart, functional design. 
Equally suitable for tradi- 
tional or modern homes. 


Easier, Quicker, Cheaper 
to Install. You bore 2 
holes, that’s all! 


e Choice of attractive inside 


Unquestioned Security knobs — metal or glass 


Auxiliary latch makes lock 
tamperproof. Cast brass 
cylinder 5-pin tumbler 
protection. May be Mast- 
erkeyed if desired. 


e Distinctive finishes on en- 
during brass or bronze. 





e Reversible for right or left 
hand doors opening in 
or ouf. 


No. 646 3 STANDARD NIGHT LATCH 
recommended for 
Out. Operates the 
646 except that 
iary Latch 


¢ Operates by knob from 


doors opening 
same as No 


it features Auxil- 
Protection. 


... and here’s the whole FAMILY of matching, easy-to- 
install LOCKS and LATCHES in the fast-moving Corbin 
Tubular Line. 





A SUPPLEMENTARY SALES BOOSTER 


ey P. & F. Corbin 
i) = [) wo 


«I DIVISION 
XE = aan THE AMERICAN HARDWARE CORPORATION 


rae : itai ticut 
Boring jigs for quick, accur- New Britain, Connecticu 
ate i ion are available. ee SS = 
sepenanaian | GOOD BUILDINGS DESERVE GOOD HARDWARE | 
- prea ae o eects =— 
| 








oa DEAD LOCK 
Perates by key f, 

° y tron ‘ 

side and ng 





turn knob Taktie (= 
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Unfilled orders 


a year ago. stood 
at 251,986,000 feet compared to 
200,382,000 feet a year ago. 


SOUTHERN PINE 


Production of Southern Pine by 
the 119 mills reporting to the 
Southern Pine Association for the 
week ending April 29, 1950, 
amounted to 19,164,000 feet. This 


was 1.98 percent above the three 
year average. Shipments for the 
week ran to 22,088,000 feet, 15.26 
percent above the three year aver- 
age. Orders totaled 19,914,000 feet, 
or 3.91 percent above the three year 
average. Orders on hand decreased 
2,174,000 feet during the week. 
Tctal stocks on hand stood at 184,- 
440,000 feet and unfilled orders at 
52,863,000 feet. 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. 


It is 


a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

i Seer rere 150.00 145.00 93.00 
Flat Grain Flooring 

1 Dieneéveaddacwn 130.00 120.00 73.00 

bin awe Otte 138.00 98.00 





Drop Siding 


1 x 6 (Pat. #106).145.00 140.00 93.00 
1 xX 6 (Pat. #116).143.00 140.00 93.00 
Ceiling 
, ee Serene te 115.00 110.00 55.00 
SO ee aeons ct 150.00 145.00 95.00 
Boards and Shiplap 

1x6 1x8 1x10 1x12 
a rs 61.00 61.00 59.00 60.00 
a Beer ae 57.50 57.50 55.00 56.50 
eer ee 49.00 49.00 48.00 48.00 

No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4..70.00 70.00 70.00 70.00 70.00 
2x 6..69.00 69.00 69.00 69.00 69.00 
2x 8..69.00 69.00 69.00 69.00 69.00 
2 x 10..69.00 69.00 69.00 69.00 69.00 
2 x 12..69.00 69.00 69.00 69.00 69.00 
No. 2 Dimension 
2x 4..63.50 63.50 63.50 63.50 63.50 
2x 6..62.50 62.50 62.50 62.50 62.50 
2x §8..62.50 62.50 62.50 62.50 62.50 
2 x 10..62.50 62.50 62.50 62.50 62.50 
2 x 12..62.50 62.50 62.50 62.50 62.50 
No. 3 Dimension R/L Only 

2x 4..53.00 aes ewes Kaew 
2x 6..51.00 
2x 8..50.00 
2 x 10..49.00 
2x 12..48.00 


(For kiln dried add $8.00 to 10.00) -* 





REDWOOD 


He EZ 6 BOB. BIGIMS....cccccces 105.00 
Me S & MC. BIG. cc cc cccccce 130.00 
= & BOBtr. BIGING. ....ccccces 170.00 
% x 10 A&Btr. Siding............ 175.00 
So , Te o as weeks ews ooh vedee 165.00 
Be 2 SR ere 175.00 
ea as 5a) el i as ie ab alae ob vieaeae 195.00 
er Eo a/c oe. arava were ia-erscaceruia 205.00 
Bk of | eee 215.00 


Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 


Beveled Siding, % inch 


Clear A B 
a 80-84 78-82 60-62 
ED cacie a a 98.00 96.00 78.00 
ae 125-135 123-133 95-100 
© Me. «eenes 150-160 148-158 105-115 
Clear Bungalow Siding, % inch 
:... ayer 164.00 SUmOe 0 siwéees 
eee 195.00 193.00 150.00 
1G BHGR .ccces 215.00 213.00 160.00 
5S WON. eevee 205.00 203.00 115.00 
Finish, B and Better S2 or 4S, 
6-16’ or rough 
Re Sera eee pa ee 145.00-165.00 
eS See eer roe 75.0 
re ere 185.00 
Ceiling or Flooring B and Btr, 9-16’ 
B&Btr. Cc D 
eS Ree ere 100.00 97.00 85.00 
Da Sakcatewven wan 100.00 97.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc 
80.00 


1 eae ea 190.00 1 135.00 
Flat. "‘eeule Flooring 

et ea 170.00 160.00 123.00 

2 2 aa 170.00 160.00 120.00 


Ceiling 
_ og, Ae 155.00 145.00 110.00 
ot Mebaceawee eewee waate | aaa 
Boards and -~ md 
ix 1x8 1x10 1x12 
No. 1 120-00 120.00 120.00 130.00 
No. 2 80.00 80.00 80.00 80.00 
No. 3 72.00 72.00 72.00 80.00 
No. 1 Di- 
mension 12’ 14’ 16’ 18’ 20’ 
2x 4.81.00 83.00 87.00 90.00 90.00 
2x 6.81.00 83.00 87.00 90.00 90.00 
2x 8.81.00 83.00 87.00 93.00 93.00 
2 x 10.88.00 88.00 88.00 91.00 91.00 
2 xX 12.96.00 96.00 99.00 102.00 102.00 
No. 2 Dimension 
2x 4.73.00 77.00 79.00 82.00 82.00 
2x 6.70.00 72.00 73.00 76.00 76.00 
2x 8.73.00 72.00 73.00 74.00 74.00 
2x 10.79.00 80.00 79.00 82.00 82.00 
2 x 12.74.00 74.00 74.00 80.00 80.00 
No. 3 ee ve — 
2x 4.57.00 
2x 6.54.00 
2x 8.54.00 
ee 8's ae eaten 
2x 12.45.00 .... igi 





WESTERN PINES 


Ponderosa Pine 


Selects 

2 or 48 “ RW 5/4 RW 6/4 RW 
Sr 30.00 230.00 240.00 
i | 300 00 200.00 210.00 

Shop, S2 No.1 No. 2 
a ee eer 130.00 115.00 

Commons, S2 or 4S No. 2 No. 3 
ae 2 Oe rs 110.00 74.00 
eo f Serer 106.00 71.50 

Idaho White Pine 

Selects, 5-6/4 
2 or 48 1x4 1x6 1x8 RW 
. eee views 220.00 220.00 220.00 250.00 
Oe | Saree 200.00 200.00 200.00 220.00 

Commons, SZo0r4S No.1 No.2 No.3 
ea Sere 133.00 122.00 95.00 
ee. Sse 143.00 127.00 94.00 


Sugar Pine 
Selects, S2 or 48 
4/4 RW 5/4 RW 6/4 RW 





B&Btr. RL ..230.00 230.00 230.00 
_ Saas 220.00 220.00 220.00 
etn ea? 200.00 200.00 200.00 
Shop, S2s No.1 No.2 No.3 
Error ee 115.00 90.00 72.00 
| ee eee 115.00 90.00 72.00 
PE are pra sepia’ scree 130.00 97.00 72.00 
RED CEDAR SHINGLES 
Royals 
CEE — shatswis a wow Gemini & $14.00-15.00 
EE HOFER | 6c dicle 6:5 00s one 0% 8.50 
SPRINT cel auetace atcrare es iain cay acer 4.50 
Perfections 
a ge ee eee $11.50 
, ee: ike: er rr anne 6.00- 6.25 
SRREe PEE bac e en ecewew we .00 
XXXXX 
a”. Sa rr $10.00 
16” 5/2 ae ere 6.25 
er CE a secs a eo eeers 4.00 
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ENGLEMAN SPRUCE 


Boards and shiplap 





1 x6 1x8 1X10) Ly 
No.1 & . 100.00 = 2.00 104.00 1164) 
eee 70.00 2.00 74.00  yiq 
No. 1 whenensten 
12’ 14’ 16’ 18’ 2 
a & 1..66.00 66.00 66.00 69.00 69) 
2x 6..63.00 63.00 63.00 66.00 6% 
2 x 8..65.00 65.00 65.00 66.00 
2 x 10..66.00 66.00 66.00 69.00 
2 x 12..68.00 68.00 68.00 71.00 
No. 2 Dimension 
2x 4..57.00 57.00 57.00 60.00 
2x 6..54.00 54.00 54.00 57.00 
2x 8..56.00 56.00 56.00 57.00 
2 x 10..57.00 57.00 57.00 a 
2 x 12..59.00 59.00 59.00 2.00 
(Board graded No. 1, 2, ma 3 at flat 
price; no price for straight No. 2. Mil 


do not grade out No. 3 dimens sion Sepa. 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 





B&Btr. ‘ D 
ee rere ey 140.00 135.00 83.4 
Flat Grain Flooring 


Ee Verve 115.00 110.00 734 
c 6 130.00 98.0 


Drop Siding 


1x 6 (Pat. #106)..135.00 130.00 93,4) 
1 x 6 (Pat. #116)..135.00 130.00 93.0) 
Ceiling 

SS 105.00 100.00 53.6 
Se SS eer 120.00 115.00 60.) 


1x6 1x8 


a ae See 68.00 8.00 65.00 170.0 
No. 3.........5%7.00 56.00 56.00 56.0 
No. 1 Dimension 

= 14’ 16’ 18’. 2’ 
2x 4..73.00 73.00 73.00 73.00 Ts 
2x 6..73.00 73.00 73.00 73.00 173.0 
2x 8..73.00 73.00 73.00 73.00 178.0) 
2 x 10..73.00 73.00 73.00 73.00 13.0 
2 x 12..73.00 73.00 73.00 73.00 13.00 
No. 2 Dimension 
2x 4..68.00 68.00 68.00 68.00 68.0) 
> 3 6..68.00 68.00 68.00 68.00 68.0 
2x 8..68.00 68.00 68.00 68.00 68. 
2x 10..68.00 68.00 68.00 68.00 68, 
2 x 12..68.00 68.00 68.00 68.00 68. 
No. 3 Dimension R/L Only 
2x 4..55.0 ees eas 
2x _ 6..53.00 
2x $&..50.00 
2 x 10..48.00 
2 x 12..47.00 





OAK FLOORING 


Clear Pin gy #x14%e %x2 WBxdr 
White 5.00. 170.00 180.00 170.01 
Red . tk 00 170.00 180.00 170.00 

Sel Pin a 
White ..185.00 172.00 170.00 199.0! 
Red ....185.00 162.00 170.00 100.0 

#1 Com " ‘me 
White ..155.00 130.00 150.00 135.0! 
_ Si ..--155.00 130.00 150.00 135.0 

#2 Mixed : 
15” Snrts _ 00 75.00 90.00 65.00 

“ Comm. & dine 
Btr. -110.00 80.00 90.00 78.01 


2 Common 
15” Shorts 75.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 
Beveled siding, ™% inch 


50.00 65.00 40.0! 































Clear A a 

So errors 84.00 82.00 62.0! 
D SR. ss cess 98.00 96.00 73.0! 
ae 35.00 133.00 100." 
Se Ie eivieu wie scone 160.00 158.00_ 110.0 

Clear Bungalow siding, %4 inch 

6 eon 
= eee 169.00 167.00 160." 
eee 200.00 197.00 160." 
10 — piacalan<ipior el orate 220.00 218.00 160." 
12 SR ee 210.00 208.00 120: 


Finish, B and Btr. S2 or 48, 6-160 
or rough 


eee ete atolreeiceine ere ereeare 145.00-160.! 
_ RR CRE Pertnietyereete 175.00 

i - 12 pctai ol aeraitiea lait a evetene. wna 185.00 : 
Ceiling or flooring B and Btr. 9-16 
B&Btr. Cc a 

ee reer cs 100.00 97.00 a 
i a BAP ee 100.00 $7.00 . 2. 
Discount on mouldings, 6-20" 0% 


lengths Series 8,000— _ 
Listing under 4.00—list plus 120 pe 
cent. 
Listing 4.00 and over—list plus 125 per: 
cent. : - 
Clear Lattice, 5/16”, 4 to 16 
100 lin. ft. 


1 er 
TED <5 dudes caboaohiuendicanes a 1. 




































————————E——— rr st—‘“—‘CS CC 


| es PROVIDE THE 
» (Sa == HIGHEST QUALITY... 


66.00 
69.00 
71.00 


60.00 



















C 
35.00 


10.00 
30.00 


0.00 
0.00 


0.00 
5.00 


0 Ee he = Hy io Dip: i, 





6.00 eo 

TM tee AR) Sean! OF COURSE, there are many important things that go into the 
ee : ; : , buildings you help create, but there’s none more important 
ae ii f_ -——_-—__-—__,_-— than the shingles you use. That’s why it’s essential to use the 
me te Luaiiee SAD Neen ta a4 finest of them all — Bird Master-Bilt Shingles! 

2 Seg ave ete ae Be eae o Bird Master-Bilt Shingles go beyond protecting the entire 
re ~ Dit RES Beane SS eee f structure — they offer an unequaled range of colors and blends 


to add beauty and texture in both design and rich color. Con- 
sider Bird’s accumulated knowledge (155 years of know-how! ) 
and you’ll understand why Bird Master-Bilt Shingles are 
superior in such things as narrow cut-outs, heavy shadowlines, 
fire resistance, and thick-butt construction. And here’s an- 





0 th other answer for Bird’s high, uniform quality — every material 
, eo is processed by Bird engineers in Bird. plants and factories. 
0 133i REY BS Sd LO All this means extra value and economy — continuous satis- 
0 1334 hee BoP oe BO ee faction for customers, and increased profits for you! 
; a 3 Write us today for details about Master-Bilt and Master- 
ha 14 Meee en eee oS 2 “ct Foe Bilt Weather-Tex designs. Bird & Son, inc., 72 High St., East 
: ea pea, OU By AS Walpole, Massachusetts. 
of eis =—StéCBIRD ‘SHINGLES 
2 

100: 

113. 
inch 

155. 

163. 

165. 

120. 


6-16 & SON. inc 


East Walpole, Massachusetts 

5.04 Shreveport, Louisiana 

New York, New York 
Chicago, Illinois 


Buitvinc Propucts MERCHANDISER 





























i 

















ai 


HOUSE CONSTRUCTION continues to strain at 
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BAD PRACTICE: Honest lumbermen dont like 
the idea that No. 3 common gets fobbed off as 
No. 2; or that "Gir- dried lumber” dries only while 
travelir te from sorting chain direct to housing pro)- 
ect. Ear | McGow an, noted southern lumber manu. 
facturer, thinks “Many low-cost houses built today 
will be a hopeless drug on the market five years 
from now. 


BUILDERS, however, say such practices occur 
only in isolated instances and are not followed | 
men who really want to stay in business. But 
few local happenings of the kind can hang a shi 
on the industry; peinagel now, when comp 
etting hot and when certain Aas and processes 
ry to by-pass the local building material dealer 
© despite the rising volume, there are plenty < of 
tough worries about future markets 


THE LUMBER DEALERS’ RESEARCH COUNCIL 
made up of widely known lumbermen, is project- 
ing a study of distributi on in the building materials 
field. ‘tn reason for the study is the disturbing 
fact that total net profits during 1949 fell si 
below the figures lee 1948 and that the 1950 figures 
are likely to be lower tham those for 1949. A case 
where rising volume doesn’t offset narrower profit 
margins. 


DISTRIBUTION STUDIES: Research is usually 
thought of as dealing with technical ideas; such as 
yard layout, truck operation costs, shop practices 
gd the like. Leaders of the Council point out that 
a nowledge of distribution, while including such 
shinee: has to rest finally upon a knowledge o! 
management; that is, of merchandising practices 
persuasive selling and an understanding of cus- 
tomers and their ways of living. 


PROPOSED NEW CREDIT COMPANIES: Housing 
Chief Foley is promoting legislation to create pr: 
vately owned Regional National Mortgage Asso- 
ciations. The idea is for the Housing Agency to 
take over Fannie Mae, now a subsidiary of the 
RFC; and that the Associations would buy maort- 
gages from banks and other lenders. Investors 
would be offered equities in these Associations, 10 
the extent of a good many billion dollars. 


PRIVATE COMPANIES would take over the 
Fannie Mae business; but the Housing Agen 
would stand ready to bail the Associations out 
the mortgages went bad. Private enterprise; with 
Uncle taking the risks! According to reports, mort 
gage bankers suggested the idea; but these bank- 
ers want the new concerns to be tax exempt, ana 
they want higher interest rates on Federally 
sured mortgages. 
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Editorial 


Restoring our freedoms is a selling job 


The most serious problem we have to face is the 
insidious plausibility of the socialistic program our 
power hungry politicians are feeding us. 

Everybody would like to get something for noth- 
ing. Everybody wants to help the poor. Everyone 
is interested in special benefits for his family, his 
community, his industry, his occupational group, 
often regardless of what it does to the other fellow. 

What we fail to see is that what the self-appointed 
bureaucratic “saviors” do is to pick our back pockets 
lo put money into our front, and take quite a slice 
of it in the process. 

Every socialistic experiment pays its price in lost 
freedom. 

[ have implicit faith in the American citizen when 
he is informed and enlightened. He can be trusted 
not only to think straight but act constructively when 
he receives the impact of the full truth. Our people 
are not as dumb and gullible as some _ politicians 
think. 

It is obviously a selling job. We've got to tell and 
sell the truth about what is happening to our people. 
It is peculiarly a job and responsibility for sales 
management because we know how to meet a selling 
challenge—to handle a selling problem. Our selling 
strategy and tactics must be based on facts. But sell- 
ing facts is not enough. 

As salesmen and sales managers we know that 
people’s economic decisions are made on a basis of 
85 percent emotion and 15 percent facts (vitally 
necessary as the facts are). 

The shellease of our freedom ammunition is facts; 
emotion is the powder; persuasion is the bullet; and 
sales leadership is the “big bertha” of this battle. 

Great economic, social and political changes are 
usually brought. about by one or more of four 
strategies: 


1) Mistakés of the other fellow. 

2) An issue affecting the pocketbooks of the 
people. 

3) A great moral issue. 

|) A psychological reversal. 


We have taken advantage of all four in this greatest 
of all sales campaigns to get back on the Freedom 
track. 

1. Certainly the power hungry bureaucrats have 
made plenty of mistakes, among them: 

Deceiving the people as to the real cost of their 

-ocialistic changes; 
Failure to pay as you go in a prosperous time: 
Making workers pay to provide living for those 
who prefer to be idle. 
_ 2. Certainly the socialistic planners have reached 
into the pocketbooks of the people for ever higher— 
almo-t confiscatory taxes—while reducing the value 
of every dollar in the pocketbook. Insurance policy 
dividends and savings account earnings, decline every 
year we run a deficit. Not only our own pocket- 
hook-. but our children’s heritage is being given to 
those who seek something for nothing. 
3. Certainly there is a moral issue in the destrue- 
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tion of individual initiative, the curbs on productiv- 
ity, the theft of self-reliance, in placing a premium 
on idleness and improvidence, and in promising 
something for nothing. 

1. And sooner or later we will have a psychological 
reversal against being told off and shoved around by 
a self-perpetuating group of six million government 
payrollees. 

We have, then, both the facts and the emotional 
basis for our selling job. 


We must sell our Interdependence 


Our citizens must be made to understand that the 
American Way is not a turning back to something 
static, but that it is a living, growing, changing and 
improved political, social and economic environ- 
ment, 

As believers in truth-in-selling, we must point out 
the great change that has come to our economy in 
this century. 

We have been translated from an agricultural to 
an industrial civilization. 

We are completely interdependent in American 
life. If we should fail to cooperate for six weeks 
we would starve. 

This reality of our interdependence poses two 
crucial problems: 

(a) To reconcile the desire for independence with 

the reality of interdependence. 

(b) To provide incentives for individual initiative, 
creativity and productivity while assuring the 
cooperation necessary for survival. 

Each of our great groups: agriculture, manage- 
ment, workers and government is absolutely essential 
to the existence of the other. 

There are two kinds of social and economic coop- 
eration: (1) voluntary and (2) commissar directed 
and police enforced. 

The ever present problem is how much of our 
cooperation shall be government. (police) enforced 
and how much voluntary. 

The extent of our voluntary cooperation will be 
the measure of our freedom. 

Our industrial civilization requires the adding of 
one word—an adjective—to our revered Declaration 
of Independence: where it reads Life, Liberty and 
the Pursuit of Happiness—to perpetuate life and lib- 
erty in today’s world it must read: Life, Liberty and 
the Mutual Pursuit of Happiness. 

The ingredients of voluntary cooperation are: (a) 
full expression of viewpoints, (b) respect for the 
other person’s rights and freedom, (c) acceptance of 
one’s own responsibilities, (d) understanding of 
others’ needs, and (e) compromise on procedures 
but not on principle. 

This is the essence of the new American Way. 

This is the essence of our selling job. 

The structure and vehicle for voluntary coopera- 
tion in a Free Economy is Business. But only effee- 


tive salesmanship will achieve it. 
Out Food 
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Dealer builds 
prefab cottages 


Six models, offered by Austin, Tex. firm, find 
popular market acceptance 


66 E’LL BUILD IT in our plant and deliver it 

to your site within 25 miles of Austin free of 
charge—within three davs after you select the model 
you want.” 

This is the way the Capital City Lumber Co., 
Austin, Tex., merchandises the small homes and sum- 
mer cottages which it prefabricates in its own yard 
and sells for $1,495 to $3,400. 

The $1,495 model includes everything except plumb- 
ing fixtures and floor finishing. The price includes 
foundation work, exterior painting and interiors 
finished with wallboard—everything except plumbing 
fixtures and floor finishing. Exteriors are finished in 
six or eight-inch siding. Each cottage contains a 
kitchen, bathroom (either tub or shower), living room, 
clothes closet and one or two bedrooms. 

While the company builds larger houses, the 20x24 
size is the largest constructed at the plant. Others 
are built on site. One of these models is a California 
ranch-style, three-bedroom, two-bath home of 1,248 
square feet. It sells for $13,950 including a two-car 
garage. 

Six different models ranging from 16x20 to 20x24 
are turned out in the yard, where prospects can in- 
spect the various models. There is no delivery charge 
within a 25-mile area; one-dollar per mile is charged 
outside this area. 

Odd lengths and leftover pieces in the yard are 
used in the construction of deluxe dog and chicken 
houses. The home fabrication project has developed 
so rapidly in the past year that the company is con- 
sidering establishing branch retail offices in outlying 
communities.. 

Manager H. M. Reese credits installment selling 
and smart advertising for much of the program’s 
success. Display advertisements in the Sunday Austin 
American-Statesman show floor plans and drawings 
of the exterior, and also feature the installment pay- 
ment plan (“as low as $33 down and easy monthly 
payments”). 
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THIS HOME is one of the residences constructed on the site 
by the Capital City Lumber Co. It has three bedrooms and 
two baths: sold for $13,950. 





COTTAGE LOADED for delivery which is free within a 2)- 
mile radius. Siding is now being used instead of shingles on 
the exterior. 
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AD features design and easy payment plan. Coupon invites 
customer inquiries. 
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Another Outstanding Lumber Dealer 


GE. GARTER x= 


fells of beauty and dura- 
bility of UPSON PANELS 


in his own home 








| the site 
oms and 


“T have sold Upson Panels for over 25 years 
to satisfied customers. 

“Several years ago I applied them to the 
walls and ceilings of my home, 2114 Sixth 
Street in Port Arthur, Texas. Both my wife 
and I were delighted with the rich quality and 
character which these panels produce. 

“Today, the panels look just as good as 
when they were first applied. I don’t think 
ee > @ they will ever need repairing, beyond an 

occasional coat of paint.”’ 








PANELS 
THE UPSON COMPANY 

445 Upson Point, Lockport, New York 

I am interested in knowing more about [1] Upson Strong-Bilt 
Panels for new construction (] Upson Kuver-Krak Panels for 


re-covering cracked ceilings. Have your Territory Representative 
call on me. 





If you are not already selling Upson Panels, 
take the word of many progressive lumber 
dealers who are using them in their own 
homes! Upson Panelsare the most nearly per- 
fect wall and ceiling material ever developed! 


mail this coupon today > 
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Pictured above is a typical American community of new houses. There is a community just 
like it near you. Most of these home owners are prospective customers of yours for garages 


and all of the materials you handle to build them. 








New garages--modernizing old ones 


offer big business potential 


OW MANY HOMES are there 
in the United States built 
during and since the war, that are 
not equipped with garages? How 
many existing garages are there 
that are in need of major rehabili- 
tation, or should be replaced com- 
pletely? How many existing gar- 
ages, in otherwise good repair, have 
antiquated doors and door mechan- 
isms? 

There are no absolutely authen- 
tic statistics that will definitely 
answer these questions. However, 
the obvious conclusion is that the 
number is tremendous in each in- 
stance. Spot surveys made recently 
in several large cities indicate that 
from 60% to 70% of the homes 
built since 1945 do not have gar- 
ages; 15% of the existing garages 
are in need of replacement or ma- 
jor repair; and 35% to 40% of the 
existing structures are in the mar- 
ket for modern doors and operating 
mechanisms. 


TWO MILLION GARAGELESS HOMES 


This would mean, of the 3,400,- 
000 non-farm single dwelling units 
built since January 1946, between 
two and two-and-a-half million need 
garages. It would also mean that 
of the approximately 34,000,000 
dwellings built before 1941, 5,100,- 
000 should be replaced or exten- 
sively repaired. Then, to top it off, 
a spanking big total of 13,600,000 
are prospects for doors or door 
hardware. 

How is this market distributed? 
Much of the garageless postwar 
construction is concentrated in 
metropolitan areas. But do not as- 
sume this to apply only to New 
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York, Chicago, Detroit, Los An- 
geles, and cities of comparable size. 
More accurately, wherever there 
has been a heavy concentration of 
low cost housing during the past 
few years, a high percentage is 
garageless. This includes many 
communities throughout the coun- 
try with populations of 10,000 up. 


SUBSTANTIAL FARM MARKET 


Nor is the market for garage- 
type buildings and the doors and 
hardware that go with them con- 
fined to cities. Garages and imple- 
ment sheds are in great demand on 
the nation’s farms. This market 
has been stimulated by the rapid 
and widespread adoption of mech- 
anized equipment; costly machines 
that must be protected from 
weather when it is not in use. 


Many dealers are engaged in the 
promotion of garage sales today. 
Without exception they point out 
several facts that may be helpful 
to other dealers who plan to enter 
the field. 


In the first place the business is 
there. Prospects are easily obtain- 
ed, but like all businesses the field is 
competitive. It takes smart and ac- 
tive merchandising to get the busi- 
ness. 


Second, the vast majority of 
prospects want an _ inexpensive 
structure. Most must take advan- 


tage of a financing arrangement 
that permits repayment in small 
monthly installments. Simplicity 
of design, however, is a factor in 
favor of the dealer. Much of. the 
style selection is made directly 
from stock plan books, and a num- 
ber of good ones are available. 






A third point is that a complete 
package service is essential. While 
a certain percentage of the busi- 
ness is to home owners who do the 
work themselves, between 75% and 
80% of the sales must also include 
the labor. 

This service is handled in vari- 
ous ways. Some dealers have their 
own construction crews, and handle 
the whole job themselves. Others 
sub-contract the work but serve as 
the prime contractor and handle 
the financing. Still others develop 
the sale and turn it over to a co- 
operating contractor who makes 
the contract and completes the job. 


FUTURE LOOKS BRIGHT 

What is the future of the garage 
market? In addition to the demand 
already accumulated, the potential 
is constantly mounting. New con- 
struction starts, following the pat- 
tern established at the beginning 
of the year, reached the all-time 
high of 110,000 in April. 

Last year, 1,023,000 new homes 
were built. This year promises to 
be even bigger. Authorities in the 
industry agree that there is no de- 
cline in sight, barring unexpected 
circumstances. Of these new homes, 
a high percentage continues to be 
built without garages. 

It all adds up to this. The garage 
potential is increasing, building up. 
Some day it may be more coveted by 
dealers than it is today, more essen- 
tial to their bread and butter. But 
unless it is assumed, and adequately 
handled now, at the beginning, by 
the time the business is most desit- 
able, it may attract specialists who 
can make a living doing nothing 
else. 
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Dealers are selling garages 


Plan sales campaign to fit market — sell consumer benefits 


S BIG and widespread as the 

garage market is nationally, 
every dealer should analyze his par- 
ticular market before starting a 
sales campaign. The potential mar- 
ket in his trading area will deter- 
mine the manner and extent to 
which he will push the garage busi- 
ness. 

Something more than close ob- 
servation of the potential should be 
used as a guide. Perhaps city or 
county records will indicate the 
number of homes built without 
garages. The records will at least 
indicate the number of homes built 
in the last number of years, and 
personal experience will show the 
percentage built without garages. 
The total number of garageless 
houses—whether sold by competi- 


GARAGE DOOR OPENER 


Bedier BA 
GARAGE 
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tors or not—now become prospects 
for any dealer who goes after the 
business. 

It has generally been true that 
house sales have been so easy—and 
profits so good—that garages have 
been ignored as not big enough 
business to bother with. 

Already some dealers have dis- 
covered that neglect of this market 
by the many, has built up a big 
backlog of prospects. This still 
does not mean that selling garages 
is all roses. As one dealer put it, 
“After a man has bought a house, 
a new car and television set, he’s 
at the bottom of the barrel and 
wants his garage for nothing. Gar- 
ages are no open sesame to profits.” 

It should be pointed out that this 
dealer operates in a highly competi- 


GARAGE door 
hardware is an im- 
portant part of 
nearly every garage 
sale. In conjunction 
with the doors, the 
hardware makes a 
consumer “benefit” 
appeal that helps 
close a sale. Easy 
door operation in- 
terests every pros- 
pect. 


poors | 


tive, metropolitan market. Also, we 
interviewed other dealers in this 
market area who had planned their 
sales thoroughly and did not have 
this cynical approach. 


In a few minutes we will inter- 
view one of these dealers. 


TO DETERMINE PLANS 


Potential size of the market plus 
the size of the dealer’s organiza- 
tion will determine the details of 
selling the garage market. In no 
cases did we find a dealer where 
even one man devoted full time to 
garages. The largest seller of gar- 
ages we found had his garage 
salesman also selling shell housing. 

On the other hand, a certain 
amount of spade work was neces- 
sary by even the smaller dealers 
to make their garage selling pro- 
grams a success. 

The most frequent selling device 
is a sample garage set up at the 
yard. The sample does not elimi- 
nate the need for actual advertis- 
ing. On the other hand, where ad- 
vertising was sufficiently concen- 
trated, some dealers have not found 
it necessary to set up a sample. 

Every dealer with a garage sell- 
ing program supplies plans and 
drawings of alternate designs to 
the prospect. But nearly every 
dealer has found it advisable to 
have one specific design on which 
he puts a specific price. This spe- 























BOTH steel and wood overhead doors have found 
wide acceptance with the home-owning public. Deal- 
ers should stock both types to supply customer pref- 


erences. 




















cific design is normally kept simple 
and straight-forward. Extras can 
be added as the customer wants 
them. This method has also been 
found the most effective way to 
combat the person who sells low 
quality at a low price. The basic 
structure can be kept competitive. 
And the salesman has a chance to 
add to the bill without losing the 
sale because he can point up the 
value of each extra item as he sells 
it. He can sell as many extras as 
the customer is willing to buy. 
Another effective selling tool is 


THIS Wisconsin dealer lists materials and 
price to indicate much received for 
money asked. Ad is directed to builder- 
owners. 





Build Your Garage! 


You Can Buy All The 
Materials Needed To Build 
A One Car Garage For Only 








This Includes: 


*QUALITY AIR-DRIED LUMBER 
*KILN-DRIED SIDING 

*1 UNI-ROLL OVERHEAD DOOR 
*210-LB. ASPHALT SHINGLES 

*1 ENTRANCE DOOR AND FRAME 
*1-24°x20” 2-LIGHT WINDOW 





ONLY 10% DOWN! AS LONG AS 36 MONTHS TO PAY BALANCE! 


9 EBENREITER 


ro” 0 Lumber Co. 


1221 ERIE AVE. 
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SAMPLE garage on dealer’s lot emphasizes that all materials 
can be bought precut and ready to assemble. 
is important; it should be backed up with “benefit” 








Such advertising 
appeals. 





a model, either of the complete 
garage or of the overhead door (see 
cover). Or even more effective than 
this is a full-sized display which 
shows the basic construction fea- 
tures, the materials used, and the 
overhead door installed so that the 
customer can work it by himself. 


Edward Hines Lumber Company 
has a list of qualified contractors 
to whom they send garage custom- 
ers. The contractors keep a list of 
recently completed jobs which pros- 
pects can look at. This type of dis- 
playing builds added confidence. It 
shows the prospect that both the 
dealer and the builder are proud of 
the jobs they have sold. 


THIS ad is part of a coordinated selling 
program. Other factors are full-sized dis- 
plays in store, and sale of complete 
package—labor and material. 





Chieago’s Leading Garage Bulidere 
presents 


THE GARAGE VALUES 
OF THE YEAR! 








MANY OTHER GARAGE VALUES... 
FEATURING 
& CLEAR BEVEL 
6,8, of 10 uch 
Kindy paras pn ee 


& THICK BU cen amet eee 
A 210 Ib. roof shingle in modern decorative 
color. blends assures you the best in roofing 

tee. 











ewe Koon 
SuAY mo 0 AMOI 
MONDAY — 2 
Daly b sen 8 PMP, 
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HARVEY Lumber Company has this full sized display inside 
the store. Prospects can see materials they are asked to buy, 
can try garage door operation. 













Advertising 

Advertising is a definite require- 
ment for a successful garage sell- 
ing campaign. Car protection is a 
“need” purchase that can and is 
easily put off by the homeowner in 
favor of any number of “desire” 
purchases. Garage advertising 
should stress vigorously the bene- 
fits to the customer of owning a 
garage: protecting the value of his 
car; pride in appearance of his car; 
added storage space; improved ap- 
pearance of the owner’s property; 
added value of the property; added 
comfort and convenience in _ the 


HERE is an ad that really gets down to 


the business of selling. It stresses a ben- 
efit the customer will receive from buy- 


ing a garage. 
(sta eacnaesiedigpealis 
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A typical Harvey Lumber Company garage job 


men and perfect scheduling of materials are necessary to sell 


TWO P. M., THURSDAY: Two men have been working since 
a quality garage such as this at a competitive price. 


morning on this two car garage. Careful design, expert work- 
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THREE P. M., FRIDAY: Last door is hung and completed 


garage is ready for the painter. These men normally build a 





winter; and numerous other ap- 
peals. 

Too often dealer advertising has 
gone all out to stress cheap price, 
or quality products, and has ig- 
nored what the customer is really 
interested in: the “benefits” to him 
of owning a garage. 

That “benefit” advertising is im- 
portant is proved by the effective- 
ness of advertising overhead doors 
and hardware. ‘-Every dealer knows 
that the easy operation (a benefit 
quality) of overhead doors has a 
strong appeal to any homeowner. 
This desire to buy benefits should 
be publicized by stressing in adver- 
tising—and in direct selling—all 
the advantages of garage owner- 
ship. 

There is no set rule—or general 
one—covering how much to spend 
for advertising. One dealer we 
called on spent nearly a thousand 
dollars a week for the last 12 
months. Such a sum suggests that 
other products and services were 
beine sadly neglected advertising- 
wise. Proportioned to the overall 
advertising budget, it is obvious 
that garages should be stressed in 
the varly spring and in the fall, and 
that occasional space should be 


use’ summer and winter to keep 
the subject alive in the prospect’s 
mii 
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A dealer operation 

Harvey Lumber Company, in 
Chicago, has developed one of the 
best rounded dealer garage selling 
programs in the city. 

This company fits regular gar- 
age advertising into its general ad- 
vertising program throughout the 
year. The management has installed 
full-sized garage displays in a sec- 
ond floor showroom. The main dis- 
play shows all construction details 
including roofs, walls, service door, 
window, and overhead doors. The 
display is attractively finished and 
kept in perfect working condition 
at all times to make the best im- 
pression on the customer. 

A secondary display shows ‘a 
choice of overhead doors. 

These displays are used through- 
out the week to help sell prospects 
brought in by the advertising. They 
are especially effective on the week- 
ends when Harvey’s holds open 
house — movies, demonstrations, 
and free coffee. These sessions are 
often attended by as many as five 
hundred prospects, many of them 
for garages. 

Harvey’s will supply the garage 
all built and ready to use at a sur- 
prisingly reasonable price. Among 
the factors that make this possible 
are careful scheduling of materials, 
trained workers, and expert design. 





two-car garage in a day and a half. They slowed up this time 
so the photographer could get out for a picture. 





JOHN Krzyskowski (left) and Charles 
Tokarski are expert carpenters. They find 
that in a building this size, hand tools 
and practice make for speedy construc- 
tion. Of this garage the owner said: I 
want storage space and a place to put 
my new car—“Benefit” sales points. 


For example, Harvey’s found that 
on a double garage, a hip roof, 
which at first glance looks compli- 
cated, is actually cheaper to build 
than a gable roof. Many such de- 
tails had to be worked out before 
Harvey Lumber Company was fin- 
ally able to offer an attractive gar- 
age that gives full value for every 
dollar, and is also competitive. The 
company has proved what other 
dealers are finding out: that gar- 
ages can add many dollars worth 
of profitable sales when they are 
properly promoted and sold. 
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Plywood and wood 
Craw-Fir-Dor 


Plywood and wood are combined to 
make this lightweight Craw-Fir-Dor 
which is being manufactured by the 
Douglas fir door mills in the Pacific 
Northwest. National distribution as- 
sures the consumer ready accessibil- 
ity. Packaged as a unit, the door is 
easy to install. Door units are pre- 






























exactly the 
hardware. 


drilled to fit 
assembled 


factory- 
Horizontal 
placement of the fir doors is a spe- 
cial feature in one-piece units, adding 


rigidity. Fingertip opening and clos- 
ing is a feature of the self-energizing 
overhead closure. The Craw-Fir-Dor 
is made in one size only, 8’ x 7’ open- 
ing. Two models, one with lights as 
shown, and one fully paneled are of- 
fered. Write Fir Door Institute, 
Dept. AL, 1205 Rust Building, Tacoma 
2, Wash. 


New rust-resistant 
steel garage door 


> 


A new steel garage door has been 
developed by the makers of the Berry 
Aluminum door. The door is rust re- 
sistant by using a steel sheet electron- 
ically plated with zinc. For further 
protection doors are given a prime 
coat at the factory. The simple de- 
sign of the door is reported to make 
installation an easy task with the 
use of common tools. The door is 
built in one piece, with all stress 
points riveted for extra strength. 
Total shipping weight is less than 
125 lbs. Balanced, oversize springs 
and heavy ball bearing rollers pro- 
vide for smooth operation. Full re- 
cessing, a finger’s touch puts the door 
up and into the garage. Write Alumi- 
num Products Corp., Dept. AL, 373 
S. Paddock St., Pontiac, Mich. 
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For increased garage sales--check these products 


Knock-down aluminum 
garage door 


+ i 























































The manufacturer calls attention 
to the new construction of the K-D 
door in which the door face is an in- 
tegral part of the frame. This is re- 
ported to make the door stronger yet 
lighter in weight. The K-D door has 
modern horizontal lines and provides 
a tight closure through two lock 
catches on either side of door. This 
door is of the receding type, made 
for either 8’ x 7’ or 9 x 7’ opening. 
Shipping size, 28” x 96” x 5” permits 
easy transportation and requires min- 
imum storage space. Door is easily 
assembled by bolts and nuts through 
pre-drilled holes. Write R. L. Taylor, 
Inc., Dept. AL, 12480 Evergreen, 
Detroit 28, Mich. 


Fleetwood industrial 
garage door 

The new Fleetwood Industrial ga- 
rage door is a four-section door built 
in sizes up to 12’ wide x 12’ high. It 
is sold as a package complete with all 
parts and instructions for installa- 
tion. In old or new buildings install- 
ation is very simple. Tracks and 
springs require little space and there 
are no objectionable arms, posts, or 
brackets to interfere with the free 
use of adjacent areas. Power unit is 
instantly adjustable to provide correct 
tension for the life of the door. Elec- 
tric operators with many types of 
controls are available for Fleetwood 
doors which are particularly suitable 
for installation on service stations, 
factories, warehouses, loading docks, 
boat wells, etc. Dealers may obtain 
further information from any Craw- 
ord Door Sales Company listed in the 
yellow pages of the telephone book. 
These local Crawford distributors also 
are available for consultation on all 
types of door problems and are 
equipped to provide after-service on 
industrial doors sold through lumber 
yards. Write Crawford Door Com- 
pany, Dept. AL, 401 St. Jean, Detroit 
14, Mich. 


Wedgelock overhead-type 
garage door 


Among the special features of the 
No. 700 Wedgelock, is the low ceiling 
clearance of this sectional-type door. 
It requires less than 4 inches of head- 
room. On new construction this means 
a saving in building costs as less 
height is needed for the garage. An- 
other feature is the offset manner 
in which the track is carried down the 
jamb. Instead of running vertically 
the track runs in a diagonal manner 
to form a wedge at the bottom so 
that when the door is closed, it. is 





wedged tightly against the jamb and 
forms a weathertight entranceway. 
An adjustable feature keeps the door 
running smoothly and free from any 





binding actions due to settling of the 


building. Write Phenix Mfg. Com- 
pany, Dept. AL, 4129 North Port, 
Washington Road, Milwaukee 12, Wis. 


Flush-panel wood garage door 





This streamlined taper seal door 
offers home owners a modern garage 
door with flush panels that are elec- 
trically bonded to the frame. This 
construction insures rigidity and_pre- 
vents warpage and distortion. High 
frequency heat is employed to glue 
the exterior fir panels to both sides 
of the door frame. Track rollers and 
sheave wheels are ball bearing 
equipped for smooth operation. The 
hardware is first quality. For fur- 
ther details write Capitol Products, 
Dept. AL, 118 S. Third St., Spring- 
field, Ill. 


Carr-Dor overhead 








The Carr-Dor is made in two at- 
tractive designs adaptable to attached 
or detached garages. For garages 
with plenty of daylight, the wood 
panels are practical. Where daylight 
is insufficient, glass can be used in- 
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BARRETT* BUILDING PRODUCTS 
Asphalt Shingles, Roll Roofings 
and Sidings 
Built-up Roofings 
Sheathings and Building Papers 
Rock Wool Insulation 











Bituminous Paints and Cements 
Waterproofing & Damp-proofing Products 
Wood Preservatives 
































AWD NO WONDER... 


Barrett Looks After Its Own! Barrett salesmen are roofing 
as well as sales experts. Their advice and cooperation are 
freely available to Barrett dealers to help build up new 
business. This Barrett policy has won many friends to the 
great family of Barrett dealers. 


High-Grade Product! For example: Barrett’s felts — the 
backbone of prepared roofing — give longer life because they 
pass rigid tests for tensile strength, pliability, ash content, 
weight, thickness and saturating capacity. 


Large Line! Great variety of weights, shapes, and colors... 
what you’d expect from “the Greatest Name in Roofing.” 


Excellent Packaging! Always neat, attractive and properly 
labeled, keeps the product clean and in good condition. 


330 Sales Helps! Outstanding sales promotion items, sample 
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boards, sales literature . . . at less than cost, many free! 


4-Color National Advertising! The only Prepared Roofing 
full-page 4-color advertising in The Saturday Evening Post 
. supported by eye-catching space in other magazines! 


Join up with Barrett! It’s just plain good business to sell 
Barrett Prepared Roofings. That’s why the trend among 
dealers and consumers is toward Barrett. Follow it! 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


205 W. Wacker Drive 
Chicago 6, Ill. 


1327 Erie Street 
Birmingham 8, Alabama 


36th St. & Gray’s Ferry Ave. 
Philadelphia 46, Pa. 


*Reg. U.S. Pat. Off. 
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For increased garage sales--check these products 





stead; and the divisions in the glass 
may be varied by removing the verti- 
cal muntins. The Carr-Dor is made 
of Ponderosa Pine, chemically treat- 
ed. With only a light touch it slides 
overhead by itself and stays there. It 
requires only 142” at the top and only 
2” at sides. The Carr-dor consists of 
all hardware, and the door is in two 
sections which when joined make a 
prefitted door with proper allowance 
for an 8’-0” x 7’-0” opening. The door 
is 134” thick with 3-ply laminated fir 
panels. Write Carr, Adams & Collier 
Company, Dept. AL, Dubuque, Iowa. 


All-steel overhead 
garage door 















































Strand garage doors have welded 
all-steel, one-piece leaf steel panel, all 


steel frame, and welded all-steel 
braces. Galvannealing provides a zinc 
coating for rust protection, plus high 
temperature heat treating. The doors 
are easy to install and no prime coat 
of paint is needed. Available in can- 
opy and receding (track) type for 8’ x 
7’ openings; double garage door (track 
type only) for 16’ x 7’ opening, unob- 
structed by center post. Write the 
Strand Garage Door Division of De- 
troit Steel Products Company, Dept. 
AL, 2244 E. Grand Blvd., Detroit 11, 
Mich. 


“Knee-action" one-piece 
wood garage door 








The Essential knee-action one-piece 
wood garage door stays entirely with- 
in the building all the way up, with 
no “kick-out” at the bottom. Rain, 
snow or sleet cannot hinder operation. 
The door’s knee-action feature pro- 
vides for easy opening and closing. 
Adjustable weather-stripping is quick- 
ly installed making the door weather- 
tight even on uneven jams. All bal- 
ance springs are overhead and oil 
tempered. Metal parts are heavy 
duty. No costly framing is neces- 
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sary. Over 20 years of engineering 
experience have gone into the devel- 
opment of this Essential door. Write 
Essential Products Corp., Dept. AL, 
Little Chute, Wis. 


National six panel-type 
door set 




































National’s most recent improve- 
ment in upward-acting garage door 
construction, has been a change-over 
to a six-panel type with one light per 
panel (from a four-panel style of 
door). This gives increased strength 
and rigidity, according to the manu- 
facturer, as well as a more attractive 
appearance from the outside of the 
garage or within. The door’s simple, 
modern lines harmonize with any type 
of home construction. Snug-fitting, 
rabbeted joints exclude moisture and 
a special cam closing feature pushes 
the doors firmly against the stops 
making a weathertight installation. 
The doors are toxic-treated to make 
them fungus and insect resistant. 
Write National Manufacturing Com- 
pany, Dept. AL, Sterling, IIl. 


“Rollezy" garage 
door 


















































The new 1950 Model 326 “Rollezy” 
garage door incorporates several im- 
provements over previous models. 
The sintered iron track roller which 
is impregnated with oil, eliminates 
noise, improves ease of operation, and 
banishes the necessity of periodical 
oiling. The roller also minimizes re- 
bound. The steel tracks are formed 
with a 15” radius curve which per- 
mits much smoother motion of the 
sections as they round the curve. 
Tracks are set at an incline to insure 
weathertight closing. Strong steel 
cables are supported by ball bearing 
sheaves and the door is latched on 
both sides by an exclusive type spring 


control bar with cylinder lock. Write 
the Wagner Mfg. Co., Cedar Falls 
Iowa. : 



























The Better-Bilt 
overhead door 


















888) 


More than 36 modular sizes of 
Better-Bilt sectional overhead garage 
doors are available. Sizes most in 
demand are kept in stock at all times. 
Shipments are made complete with 
hardware, wood sections, track, 
springs, and simplified installation in- 
structions. Included in the manufac- 
turer’s selection are doors for resi- 
dential, commercial, or industrial con- 
struction. Douglas Fir is used for all 
stiles and rails; panels are three-ply 
laminated fir panels manufactured 
with waterproof glue. Glass sections 
are provided with loose beading, 
joints mortised and tenoned—water- 
proof glued and steel pinned. Write 
The Better-Bilt Door Co., Dept. AL, 
Egg Harbor City, N. J. 


Raised panel design 
garage door 

















Raised panel designs, planned to co- 
ordinate with the architectural style 
of a house, are an important sales 
feature of the Raynor raised panel 
garage door. The panel designs are 
made of beautifully grained white 
pine, and are raised 11/16th of an 
inch in thickness. A wide variety of 
designs are available and the manu- 
facturer will also construct custom 
designs. This sectional overhead door 
comes in one-car and two-car stand- 
ard residential door sizes ranging 
from 8’ to 16’ wide. It can also be 
manufactured in odd sizes to fit any 
garage opening. Write Raynor Manu- 
facturing Co., Dept. AL, Dixon, III. 


Wedge-Tight overhead 
garage door 

The Calder Wedge-Tight door of 
modern streamlined design, is avail- 
able in aluminum as well as wood. 
This sectional-type overhead garage 
door is suitable for home owners de- 
siring a lightweight yet sturdy door. 
Exclusive track and roller design 

(continued on page 70) 
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EASIER TO HANDLE 


ostwtck metal hath < EASIER TO PLASTER ON 


COSTS LESS TO USE 





Yes, and easier to sell! L 


The demand for Bostwick Metal Lath and Metal 
Lath Accessories continues to grow because... 


Well, take Bostwick Boss-Rib for instance... 

a rigid, general purpose, low-rib lath, for use over 

any surface, Boss-Rib has specially designed 

oblique ribs . .. more and smaller openings per 
sheet and a smoother, more muscular body! 


Mortar spreads more evenly, and Bostwick 
Boss-Rib is easier to handle, easier to store. 
Stands firm under a trowel, too, on wider spaced 
supports! 





a 








SUPPORT: 


Bostwick Boss-Rib is formed from @ single piece 

of metal into accurately dimensioned sheets of 

\ 24 x 96 inches or 27 x 96 inches. Larger areas can 
be finished faster .. . bigger sales can be made! 


| 
iL 


Boss-Rib is a self-furring lath Write today for literature and prices. Get your 
with nesting ribs that auto- Bostwick Catalog showing the entire Bostwick line. 


matically lock into position 
with edjoining sheets. 


14E BOSTWICK STEEL LATH COMPANY 


100 HEATON AVE. -. + NILES, OHIO 
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Built-in rooms _ 
help sell materials 


Chicago’s newest retail lumber store shows 
customers how rooms will look when finished off 


with latest building materials 


5 SLLING THE CONTRACTOR 
and consumer is made a lot 
easier in Chicago’s newest building 
materials store, opened by Ritten- 
house & Embree Co., by means of 
seven staggered bays displaying 


suggested applications of building 





NEW STORE is located on a heavily- 
traveled street near a growing residential 
area. Plenty of parking space is pro- 
vided for customers. A big sign on one 
end of the building is a sure eye-catcher. 





LUMBER is 
throughout the operation. Unloaded by 
roller conveyor, it is stacked in units of 
2,500 square feet and steel strapped for 
delivery to the job. A new carrier and 


handled mechanically 
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materials for every room in the 
house. 

Each bay is eight feet wide and 
10 feet 4 inches high. Materials 
employed in these bays include 
parquet flooring, maple flooring, 
ranch plank flooring, asphalt tile, 





a new lift have been acquired for the 
new yard. Speedy deliveries are assured 
by this all-purpose new truck just placed 
in operation. 


SEVEN eight-foot wide bays are dramatic 
silent salesmen in showing the use of a 


rubber tile, finished plaster board 
and wall tile. These materials have 
been used in the best possible man- 
ner to show the most suitable ma- 
terials for a kitchen, den, recrea- 
tion room, living room, bedroom 
and dining room. 

Both contractors and home own- 
ers started to drift into the store 
long before it was officially opened. 
The built-in room sections have al- 
ready been effective in selling ma- 
terials for new homes and remodel- 
ing jobs, according to Eldred 
Green, retail manager. 

Contractors who find it difficult 
to do a selling job orally, bring 
their customers into the store and 
let the materials sell themselves. 
They find it much easier than show- 
ing a small sample of each material. 
Natural light for each of these 
room sections filters through glass 
block, already in place when the 
warehouse was remodeled into a 
store. Several sales of glass block 
have resulted from these uninten- 
tional displays. 

Although Rittenhouse & Embree 
Co. has been in the lumber busi- 
ness in Chicago since 1883, this is 
the first major effort of the firm 
to go after retail business. The 
site chosen is in the midst of a 
fast-growing residential area, 
where there is also a good deal of 
do-it-yourself building. The store 
is located on a heavily traveled 
street, hence the adequate parking 
space furnished by the new store 
is a real asset. 

All materials sold and displayed 
by the store are directly related 
to lumber or substitute products. 
Their sales products will include 
full lines of special and stock mill- 
work, lawn furniture, unpainted 
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wide variety of floor, wall and ceiling 
products. Each of the built-in rooms show 


BINS for molding, plywood and other 
items, along one side of the store, are 
intended to encourage self-service. J. 


W. Embree III is measuring a piece of 
molding against the vertical yardstick. 


house furniture, picket fence, in- 
sulation, garage lumber, moldings, 
plywood, shelving,- paint, hand tools, 
cabinet hardware and_ builders’ 
hardware. 

The office space which also in- 
cludes several islands of tools and 


the use of material for a typical room in 
the house. Pictures of completed rooms 


cabinet hardware is 45x50; the 
main display room is 45x70. In 
addition to the materials displayed 
in the seven room sections in the 
Home Improvement Center, one 
end wall is finished in knotty pine; 
the second end wall simulates a 
house exterior, complete with sid- 
ing, windows, door hardware, etc. 

Many of the contractors Ritten- 
house & Embree have served for 
years have moved into this grow- 
ing area, and the firm in its new 
location is in a better position than 
ever to serve them. Many large 
homes originally built by Dutch 
market gardeners in this section 
are currently being remodeled. Rit- 
tenhouse & Embree will furnish 
expert advice as well as materials 
for both new home and remodeling 
jobs. Actual construction work is 
turned over to their cooperating 
contractors. 

Wherever possible, materials are 
handled mechanically in the new 
layout. Roller conveyors are used 
to carry materials directly into the 








PAINTS, brushes and accessories are neatly stocked on shelf displays. Simulated house 
xterior illustrating the use of siding and millwork is seen at one end of the show room. 
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are shown on the walls. Note the effective 
use of glass brick. 


warehouse. Lumber is packaged 
and steel strapped in units of 2500 
square feet for delivery to the con- 
struction site. A new fork lift 
and a new carrier have been ac- 
quired to speed the handling of 
materials in the new yard. A new 
stake body truck emblazoned with 
the Rittenhouse & Embree lumber 
insignia completes the organiza- 
tion’s new look. 

Consistent display advertising in 
the Chicago Tribune and two com- 
munity newspapers is carrying the 
story of the services and materials 
offered by the new store to thou- 
sands of residents in the Roseland 
District. Ejighty-eight bus cards 
have been placed in vehicles cover- 
ing that area. An _ advertising 
agency is handling the firm’s pro- 
motion and advertising campaign. 

J. W. Embree, Jr. is president 
of the firm and Henry S. Embree 
is vice-president. A third genera- 
tion lumberman, J. W. Embree III, 
is also an active member of the 
firm. 
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AMERICAN LUMBERMAN’s special Farm Issue is looked 
over by some of the principals attending the second annual 
Farm Buildings Day at the Oklahoma A & M Demonstration 
Farm, Oklahoma City. Left to right, Barney Stewart, Jr., pres- 
ident, Barney Stewart Lumber Inc., Oklahoma City. Okla.; 


HIGH 
hog sh 
class h 


Prof. G. L. Nelson, authority in farm building design, Oklahoma 
A & M College; W. M. (Bill) Morgan, secretary-manager, Okla. 
homa Lumbermen’s Association; W. C. Warren, Modern Mate. 
rials Co.. Oklahoma City and W. R. Kelly, Hope Lumber and 
Supply Co., Tulsa. puildi 
A& 1 
open 


Farm Buildings Day brings farmers = 


same 

feedil 

and dealers together 

AMERICAN LUMBERMAN’S special iM the f 

farm issue with its timely May 6 J out ¥ 
dateline was distributed to dealer: 


Oklahoma A & M College 
and Oklahoma Lumbermen’s 
Association cooperate to 
dramatize the importance of 
the farm market 


T HE IMPORTANCE of the 
farm market to the retail 
lumber dealer and ways he can 


dramatized for the benefit of both 
farmer and dealer at the second an- 
nual Farm Buildings Day in Okla- 
homa City, May 6. 

Sponsored by the Oklahoma 
Lumbermen’s Association, Okla- 
homa A & M College and the Okla- 
homa City Chamber of Commerce, 
the special day-long program was 
held under sunny skies at the Okla- 
homa A & M 148-acre Demonstra- 


on the grounds. A feature of the 
issue was an article by Prof. G. L. 
Nelson, associate professor of agri- 
cultural engineering, Oklahoma A 
& M College, “Give the Farmer 
What He Wants—Complete Buili- 
ing Service.” (See this special 
May 6 issue for ways and means 
to develop your farm market.) 


serve this market were again tion Farm. 
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CUT-AWAY MODELS of farm structures and building mate- 
rials were dramatically presented by Oklahoma A & M College 
for the purpose of showing the advantages of good construction 
methods. One of the featured exhibits displayed the eight im- 
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A Grade “A” dairy barn, the sec- 
ond in the series of farm-fitted 


portant steps taken by the Jones family in planning and building 
their farm home. Emphasis throughout this display was placed 
on careful planning, sound construction and designs which make 
use of standard building materials. 
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HIGH SCHOOL BOYS in the carpentry class at Hobart High School erected this 
hog shelter as a special feature of the annual Farm Buildings Day program. This 
class has built and sold one house each year for the past three years. 


wuildings designed by Oklahoma 
4& M agricultural engineers, was 
open for inspection. The six-stall 
barn has metal stanchions which 
can be opened and closed at the 
same time by turning a crank. The 
feeding trough is of cement with 
a passageway behind it to permit 
the farmer to distribute feed with- 
out walking between the cows. 


STUDENTS BUILD HOG SHELTER 


No less interesting to the farm- 
ers and building materials dealers 
and their special guests, the FFA 
and 4-H club youths, was the hog 
shelter built in one day by 11 car- 
pentry students from Hobart High 
School. These students, who worked 
under the direction of R. C. Kliner, 
carpenter instructor at the high 
school, have built and sold a house 


a 


in Hobart each year for the past 
three years. Profits from the house 
sales have been used to purchase 
$2,000 worth of power equipment 
and other tools. The boys work 
from 9 to 12 noon each day on the 
house and receive scholastic credit 
for their work. They do a turn- 
key job with the exception of 
plumbing and electrical work. 

L. V. Ballard, state supervisor of 
vocational trade and industrial edu- 
cation, was an interested spectator 
at Farm Buildings Day. Hobart 
High School, Ballard said, is one 
of 14 Oklahoma High Schools with 
building programs as a part of the 
school curriculum. 

The importance of careful design, 
proper materials and sound con- 
struction in farm housing and farm 
buildings was forcefully illustrated 


by special exhibits arranged by 
Oklahoma A & M College. One of 
these exhibits took the Jones fam- 
ily through the eight important 
steps in planning and building 
their farm home. These steps em- 
phasized the importance of study- 
ing family needs, choosing the 
right materials for safety and liv- 
ing satisfaction—plumbing, insu- 
lation, heating and other factors. 
The emphasis throughout was on 
quality, honest building and the 
use of designs to employ standard 
building materials. Sample mate- 
rials and cut-away home models 
helped. make these exhibits effec- 
tive. Numerous folders and pam- 
phlets on farm planning, kitchen 
planning and other subjects of in- 
terest to farmers and their wives 
were available free. 

The model farm home occupied 
by Mr. and Mrs. Bill Lott and their 
children was again open for in- 
spection. Members of the Okla- 
homa County home demonstration 
council were stationed in each room 
to explain the advantages of design 
and materials employed. Another 
recently-developed feature is the 
outdoor living room adjacent to the 
house. 


SPEAKING PROGRAM 


Two Oklahoma A & M engineers 
spoke briefly during the afternoon 
program. C. V. Phagan, extension 
agricultural engineer, listed the es- 
sentials in building a satisfactory 
farm home: 1) Money or collateral. 
2) Good building materials. 3) 
Good planning. 4) Approved meth- 
ods of construction. 

A good farm home, Phagan added, 
should be designed to fit the spe- 

(Continued on page 95) 


finds County Agent Harry James, R. O. Fox, chairman of the 
Farm Buildings Committee and Stillwater buildings material 
dealer, and E. L. Overholser, Nicoma Park farmer and dairyman, 
surveying some of the features of the new Grade “A” dairy barn. 


EXTERIOR of the Grade “A” dairy barn, left, the latest struc- 
ture in the farm-fitted buildings program to be erected at the 
Okli:homa A & M demonstration farm. Cooperative aspect of 
lum! er dealer-farmer relations is illustrated in this picture which 
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VALENCES are 
the most popular 
single item turned 
out by hobbyists. A 
shop order is the 
only requisite to 
start work, 


AN OPPORTUN. 
ITY is given hob- 
byists to study the 


various grades of 
lumber from the 
shop exhibits at 


right. Serious hob- 
byists are encour- 


aged to use the 
equipment valued 
at $10,000. 


Free woodworking shop 








for hobbyists 


Promotion idea sells power tools, many other 


UCCESSFUL PROMOTION is 
one good reason why the Best 
Lumber Co., Milwaukee, Wis., is 
doing so well. Louis J. Best, the 
owner, pegs his promotion on sev- 
eral hooks—newspaper display ads, 
usually two-thirds to a full page, 
with products attractively illus- 
trated; excellent store display; 
prompt service, plus special social 
affairs at which his contractors 
and important customers are 
guests. 
Power tools have proved one of 


items, for Wisconsin dealer 


Best’s most successful promotions. 
An entire section of his shop has 
been set aside for the use of hob- 
byists at certain hours of the week. 
The shop is equipped with $8,000 
to $10,000 worth of tools available 
to the hobbyists without charge. 
These tools include scroll saws, 
band saws, drill presses, shapers, 
sanders, grinders, jointers, lathes 
and circular saws. The price of 
each tool, together with the appro- 
priate motor for it, is neatly let- 
tered on a placard suspended from 





tri 
br 
st. 


TRI 


TEN DIFFERENT power tools are available free of charge in 
the Best wood working shop. Anthony Kuehnlein, a Best em- 
ploye, is supervising a job on a shaper unit. ; 


HAND TOOLS for the carpenter and hobbyist and attractively 
displayed in this wall and counter exhibit. The plywood panels 
below are among the leading manufacturers’ exhibits. 








64 May 20, 1950, AMERICAN LUMBERMAN & §§ 





a 


tra aa Le 
‘white 9) BOTRINITY WHITE 


Portland Cement 





ye i, add 

TT iiiiiddes 

STP Op RROD PRBE) 
ekesbeeeeevunae 





94 18S, NET 


TRINITY 


Your trade knows and likes Trinity White—the whitest white cement. Adver- 
tised consistently for years to architects, contractors and craftsmen. Trinity is a 
true portland cement that meets Federal and ASTM specifications. Trinity is a 


brilliant white. With pigments added, it gives clean purer colors. There is a con- WhRLTE 
5 stantly growing market for Trinity White in volume sales and miscellaneous PORTLAND CEMENT 
calls. Carry it in stock. Trinity Division, General Portland Cement Co., 111 W. eee 


Monroe St., Chicago; Republic Bank Bldg., Dallas; 816 W. 5th St., Los Angeles 


oth 
a TRINITY WHITE is a true Portland Cement 
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quality lumber. And behind this plant—on the slopes of the Cascades—are the tim- 
berlands which White River operates on a sustained yield basis. 


Let this modern White River plant supply your needs in Douglas Fir and West Coast 
Hemlock. You can depend on White River. Since 1896 this name has stood for lum- 


ber satisfaction. 


WHITE RIVER LUMBER wasuincron 


SINCE 1896 
Branch of Weyerhaeuser Timber Company 
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the ceiling right over each tool. 
This woodworking shop for hob- 
byists has been given big news- 


paper promotion. Here are some 
headlines from Best ads: 

“Make those things you’ve al- 
ways wanted in Best’s new wood- 
working shop—with fine Delta 
tools.” 





“Your sales receipt is your shop 
admission.” 

Copy in one ad goes on to state: 
“All you do is buy your materials 
here at Best’s—then cut and fash- 
ion your materials in our work- 
shop. A competent supervisor is 
available to help you if you run 
into problems. This service is avail- 
able to Best customers at no addi- 
tional cost. In our workshop you’ll 
find . . .” (complete list of tools 
named). 


Each of the ads is dramatically 
illustrated and lists a number of 
items that hobbyists can make. 
These have included garden fur- 
niture, bird houses, dog houses, 
cabinets, shelves, duck decoys, wood 
novelties, sand boxes for children 
and valances. 

The profit from materials going 
into these items is negligible, Mr. 
Best admits. But the word-of 
mouth publicity value by a hobby- 
ist who has built something in 
Best’s shop can hardly be overesti- 
mated. Every amateur wood worker 
is naturally proud of what he has 
made and likes to talk about it. 
The result is more customers for 
Best and more sales of power tools. 
Mr. Best believes that most of his 
sales of power tools can be at- 
tributed directly to the shop. 

In the fall and spring, the busiest 
seasons in the shop, as many as 
20 hobbyists work their special 
projects each week. The shop is 
open for their use each day from 
2 to 4 p.m., except Friday, when 


it is open from 2 to 9 p.m. The: 


shop is clean and well lighted. Jack 
F. Best, son of the owner, attended 
the school sponsored by the power 
tool manufacturer, and is available 


NEWSPAPER DISPLAY ADS are used 
to bring the wood work shop for hobby- 
ists to the attention of prospects. 


66 


LOUIS J. BEST, 
president, Best 
Lumber Co., is a 
good promoter. 


TOOLS are given 
prominent display 
in the store as well 
as the shop. The 
five - tools -in - one 
(right) is placed 
just inside the en- 
trance. 





















to answer any questions that the 
wood-working hobbyists may ask. 
Several manufacturers’ exhibits, 
especially plywood, are given prom- 
inent display in the shop. Another 
special exhibit shows various grades 
of pine in different widths. 
Although Best does not set up 
any special qualifications for the 
users of their equipment, they do 
not advocate the use of their equip- 


Only at BEST Can You... 
BUY IT—and BUILD IT! 





DELTA-EQUIPPED 










Available to All Best Customers 
at No Additional _— 


‘Work with famous Delta power tools. Make the things you've 
wanted. Buy your materials at pee mn cut jon your mat 
Tia nae aoe -working power tools in ou: nop. Com 
labie to help you when ye run into problems, Plan 


























































ment without some previous ex- 
perience. The fact that there has 
been no damage to equipment 
seems to indicate that only serious 
hobbyists patronize the shop. 
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“TEXOAK FLOORING 
earns a 
premium price [| | 
in our locality” <F 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 


“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 


IF YOU WANT TO the Denver area,” says Mr. Hurley. “Sales were so 


amazingly high that we decided to ask a few of 

our customers why they preferred Texoak over 
BE $U RE W H E N other brands of flooring. Our customers said: 
‘Texoak has eye appeal’ 


YOU BUY STAINED “It’s accurately machined’ 


‘Texoak quality is uniformly high’ 

‘Texoak LAYS straight, STAYS straight’ 
CEDAR SHAKES eee “Our yard gets prompt service from Texoak 
Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful, 


lasting flooring that earns a premium price in our 
locality!” 


AND YOU HAVE TEXOAK FLOORING 
Texoak tongued and grooved 


BEEN LOOKING , flooring sells because of its § 


beauty, because it’s precision > a 

machined, b use it la —_—— 
FOR A RELIABLE aval, oak was smian Ez 
CONNECTION TEXOAK STAIR TREADS 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 
Customers will like the rich 
texture of the wood. 


GET ON THE BALL AND 
WRITE TO US FOR COM- 


TEXOAK THRESHOLDS 


Scientifically kiln dried and 
’ machined to a beautiful fin- 


PLETE INFORMATION coin iter tee tame sou 





fications as Texoak flooring. 


NEW FREE KIT 


laa 
ag A, TO LUMBER 
if Ui Y+) “i ox DEALERS ONLY 
7 \ ee het 
a Called the Texoak Flooring Sales 
S HAKE S$ ‘ Maker, this kit contains enough new 


ideas in flooring merchandising to 


" - DOUBLE your flooring. sales — if you 
Compare our quality — put the ideas to work. It’s a complete 
of product, merchan- Poe dealer advertising program custom- 


aa made to help you boost flooring 
dising and sales ma profits. It’s absolutely free — to lumber dealers only. No 
terials, and our reliable obligation. Send for your Sales Maker Kit today! 


business methods with 


all others. Write today! x c » FLOORING COMPANY 


CROCKETT, TEXAS 
COLONIAL CEDAR CO., INC. uit oh ted etvertalag tanen Ion o Seabee dower. 
600 WEST NICKERSON NAME 


SEATTLE 99, WASHINGTON ADDRESS 
CITY ZONE____STATE 


ON THE ORIGINAL 
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NO. 8 - YARD PLANNING SERIES 





Masonry and millwork warehouse 












NOTHER WAREHOUSE materials are received into inven- dling and storage are concerned 
building that has found favor tory, stored, and moved to the de- have added efficiency to the hap 
with retail lumber and building livery vehicle without a change of dling of other materials as wel 
products dealers is the masonry level. It is particularly suited for Consequently, the warehouse «& 







































































































































































and millwork shed. Many of this installation of gravity or power scribed here is now becoming 
type have been in service for years conveyor systems, and for light general building products storag 
in yards all over the country. Many fork lift trucks. If the latter is building, accommodating practi. 
too, while originally built for the used, however, care must be taken cally every item the dealer carrie b 
storage of masonry products and to insure that the substructure is in stock with the exception of lun. eal 
millwork, have been adapted for adequate to support the added ber. 
far broader service into general weight of the materials piled The open floor area provided wH 
warehouses. higher. complete flexibility of space utili jing ; 
Actually, the need for a struc- You will note that the floor plan zation, particularly if the partition fi». n 
ture of this kind for millwork and below indicates lateral partitions at — are removed, and if designed forlll yosid 
bag goods is entirely physical. Cer- 24’ intervals. This is desirable in heavy-duty loads, can employ any a | 
tainly two more dissimilar lines of | order to confine the dust that ac- and all types of mechanical equiy-[ jecidi 
products are not to be found in any companies the handling of bag ment. will u 
yard. Both types, however, are goods to the room in which the bags Thus it becomes essentially a walls 
bulky, and they must be protected are stored, so the dust will not general purpose warehouse, thel Mr. $ 
in a dry, tight room. settle on other products warehoused type of building that is becoming Th 
This structure is ideally situated in the same building. very popular with dealers today: the i 
along a rail spur, with a series of But the features that have particularly if it is built at ground MM sales 
sliding or overhead doors for direct proved desirable for masonry prod- level, on a slab, with entranceway: ff into 
unloading. Usually at dock height, ucts and millwork, insofar as han- large enough to accommodate all wooc 
vehicles. strig 
2x & 724"0¢ There is no question, however, @ squ 
‘ that the type of structure described § ploy 
. . here is an efficient, modern ware: & gate 
=— house. It has widespread usage in sho 
A yards of all types and sizes. Despite @ the 
V/ | the fact that the trend is toward 
™ y, ROOF DESIGNS building on the ground, there are @ _ 
“ +4 4 many arguments in favor of dock @ & 
level structures. For many yards 
AY SL ories it provides efficiencies they could 
2 not get otherwise. 
cl If constructed as illustrated here, 
“Cole BL OlxX—2 the cost is comparatively low. It 
att = i = _ certainly combines many advai- 
vine th it + + a tages and is worthy of considera- 
om oe gc4 om e-4 tion by any dealer who needs 4 


new sealed storage building. 
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UNLOADING PLATFOR™ 
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WINDOW DISPLAY IS 
GREAT SELLING TOOL 

THIS _ sales-compelling window 
display at Sawyer’s in Worcester, 
Mass., not only combines the ma- 
jor types of windows for the home, 
but offers a complete exhibit of 


INCerney 
the han 
as Well 
USE de 
ming 4 
Storage 
practi. 
" Carries 
of lun. 
















































New office features 






CUSTOMER at Sawyer’s is shown what 


constitutes good window construction. 


beautiful wood paneling 





a agar a ae ae ig thay rel _— pond ay lige a cut-away parts and a complete set 
rtition ding anc new home jobs drop into cul y birch. a our di —e of literature of interest to the 
“S@ithe new office of Samuel Stone, types of ceiling are separated by prospect. 
me tor president of the Stone Lumber Co., walnut striping. A customer can see how glazing 
°Y aly \ew Orleans, they find themselves Each of the walls utilizes a dif- is done, how newel posts are built 
qu) ieciding on what materials they ferent plywood. One wall is in up to show only the edge instead 
will use for their floor, ceiling and quarter-sliced combination grain of the end grain, and the various 
lally af walls without too much help from white oak; a second wall is in adjustable architraves for door en- 
€, thei Mr. Stone. Philippine mahogany, a third wall trances. These sections were made 
-oming | §=6The new office was designed with in vertical grain cedar, and the available by cooperating manufac- 
today; MM the idea of making it a good silent fourth wall in walnut and bird’s turers. At Sawyer’s, a customer 
zrounl | salesman. The ceiling is divided eye maple in squares. interested in windows (and other 
“eways @ into four sections. Striated ply- A fireplace lends a homey at- products, too) is shown the why 
ite all wood is used in one square; mosphere to the office. The shelf and wherefore of good construction 
striated plywood alternated with in the corner will be filled with and receives first-rate advice in the 
wevel, @ squares of smooth gum is em- literature of interest to home  gelection of materials best adapted 
cribel @ ployed in another square; varie- owners. A bar, for which there for his needs. 
Wware- Mi gated designs of plywood are is a great demand in rumpus and 
ge 11 @ shown in the third square while basement rooms, is set up in one MOBILE BAND SAW OFFERS 
ee the fourth square has employed corner of the office. SPECIAL PROTECTION 
wart 
€ are BY PLACING this band saw on 


dock 
yards 
could 


castors, the Mid-City Lumber Co., 
Milwaukee, Wis., has increased the 
utility of this tool in the shop. At 
the same time, employes using the 
saw are afforded additional pro- 
tection by the hood built around 
the moving parts. 


here, 
Tat 
lvan- 
lera- 
ds a 





—_—. 24.0" 





SPE CIAL WOODS in actual use are employed in the new office of Samuel Stone, presi- 
(lent. Stone Lumber Co., New Orleans, La. 
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(continued from page 





wedges door tight with no jamming. 
Sections are individually replaceable. 
Of special interest is the Calder gar- 


age door which is made to order. 
Write The Calder Manufacturing Co., 
Dept. AL, Lancaster, Pa. 
Sectional-type 

overhead garage door 












The Frantz Manufacturing Co. is 
marketing this No. 200 “Over-the- 
Top” garage door available for resi- 
dential garage door openings 8’ wide 
x 7’ high and 9’ wide x 7’ high. Spe- 
cial construction features include ex- 
clusive two-point spring adjustment 
for perfect door balance; adjustable 
brakes which prevent door slamming; 
track support assembly which prop- 
erly spaces tracks to prevent door 
binding; offset rabbeted joints to seal 
out weather; and tapered vertical 
track. Write Frantz Manufacturing 
Co., Dept. AL, Sterling, IIl. 
Overmatic sectional 


garage door 














This new Overmatic sectional ga- 
rage door is equipped with Rollezy 
hardware for extra smooth, glide-like 
operation. It is available in the pop- 
ular 9 ft. x 7 ft. opening to accom- 


modate today’s cars. The door itself 
is made of select pine, toxic water re- 
pellent dipped and painted with one 
coat of gray. All hardware is packed 
with the door along with installation 
instructions. Write Curtis Companies 
Service Bureau, Curtis Co., Inc., Dept. 
AL., Clinton, Iowa. 
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Floating action 


garage door equipment 

The Stanley Works is marketing 
new garage door equipment, along 
with a line of standard wood doors. 
The hardware is applicable for any 
residential, commercial or industrial 





door whether it lifts, slides, swing; 
rolls or folds. It is simple to install ang 
operates smoothly and easily—-even g 
child can open a garage door equipped 
with this equipment. For complete 
details, write The Stanley Works 
Dept. AL, New Britain, Conn. 





































639 separate state and federal taxes 


on a $10,000 house 
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THIS DIAGRAM §shows 132 
Federal and state taxes paid by 11 
subcontractors on 11 major con- 
struction functions in a $10,000 
house built in a 100-house develop- 
ment in Nassau County, L. I. in 
1949. Local taxes and those en- 
tailed in the production and proc- 
essing of raw materials are not 
considered in order to keep this 
tax study within manageable scope. 

Not listed are 70 Federal trans- 
portation taxes paid by railroads 
which transported materials, and 
88 Federal and state taxes paid by 
the architect, banks, agent, builder, 
fire and title insurance companies 


MANUFACTURERS—180 TAXES 


Federal Taxes Corp. organiza- 
Corp. income tion fee 





Stamp Corp. license 
Telephone Capital stock 
Telegraph Stock transfer 
Transportation Corp. filing fee 
(persons ) Annual report 
Safe deposit filing fee 
Employment Property 
(Old-age sur- Misc. license & 
vivors insur- inspection 
ance) fees 
State Taxes Employment 
Corp. income (unempl. 
Corp. franchise comp.) 


Corp. qualifica- 
tion fee 


Legal documents 


SUPPLIERS—104 TAXES 


Federal Taxes 
Phone-Tele- 
graph 


State Taxes 
Corp. income 
Corp. organ. fee 
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New Vorl 








and the purchaser in connection 
with development of the site and 
financing and purchasing of the 
house. These and the taxes listed 
in the tables bring the total of 
Federal and state taxes traced 
within the specified limits to 639. 


The presumption of tax experts 
is that an undeterminable, but 
probably substantial, share of these 
taxes was passed on to the pur- 
chaser of the house. 















































































































The other levies that go to make <a 
up the 639 total were paid by in- TEX 
dividuals and corporations on the ippe 
following items: in th 

intel 
Corp. income Property — 
Transportation Gasoline co 

(persons ) Employment 
Employment (OASI) 

(OASIT) Misc. license & 

Safe deposit inspection 
fees 
Motor vehicle 
DEALERS, JOBBERS—65 TAXES 
Federal Taxes State Taxes 
Individual in- Individual 

come income 
Phone-Tele- Unincorp. 

graph business 
Transportation Property 

(persons ) Gasoline 
Safe deposit Motor vehicle ; 
Employment Employment s 

(OASIT) (OASIT) . 

Misc. licenses & | 
inspection 
fees 
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CONVENTION NEWS 








ee 
TEXAS 
3,500 thrilled by Rickenbacker 
INCOME at association's best convention 
CORP. ays JOHN R. ARMSTRONG, district 
rRty nanager of Foxworth-Galbraith 
- lumber Co., Amarillo, was elected 
president of the Lumbermen’s As- 
event ciation of Texas at the 64th an- 
PL. COmp 
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TEXAS lumber manufacturers gave eye- 
ippeal to their exhibit with a Tall Tessie 
inthe flesh. Here she gives Ben Springer, 
international secretary of Hoo-Hoo, a 
ondescending look while J. B. Edens, 


facturers Association, Corrigan, stands by. 


president of the Texas Lumber Manu- 


NEW LY-ELECTED OFFICERS of the Lumbermen’s Association of Texas, left to right: 
seated, Verner McCall, Houston, treasurer; Warren S. Keyes, Marshall, second vice 
president; William B. Henderson, Ft. Worth, outgoing president; John R. Armstrong, 
\murillo, president; W. B. Milstead, Houston, first vice president; standing, Gene 
Ebersole, Houston, executive vice president; H. L. Stokely, Brownsville, national direc- 


nual convention held in Galveston, 
April 23-25. 

The convention registration was 
approximately 3,700, a gain of 
1,000 since the convention was held 
in Galveston two years ago. A rec- 
ord number of exhibitors took 
booths at the big Municipal Pier. 

The speakers’ list was headed by 
Capt. Eddie Rickenbacker, presi- 
dent of Eastern Air Lines, who 
urged a continuing display of mili- 
tary might as the best offensive in 
the cold war. Rickenbacker warned 
the lumbermen against Communist 
sympathizers as well as card hold- 
ers in the United States. The 
World War I air ace declared that 
military arms secured by the North 
Atlantic Pact are not sufficient to 
halt a Communist invasion of west- 
ern Europe. 

While agreeing with the purpose 
of the Pact, Rickenbacker asserted 
that “if Russia were to engulf 
Europe, she would seize these arms 
and use them against us.” 


A strong America, Rickenbacker 
concluded, is the best guarantee to 
world peace. 

H. R. (Cotton) Northup, execu- 
tive vice president of the National, 
explained the latest changes in 
Federal mortgage requirements in 
his talk on “Washington as the 
National Sees It.” Other industry 
speakers covered the subjects of 
mechanical handling equipment, 





tor: Jack Dionne, Houston, honorary secretary; W. B. Oldham, Dallas, national director, 
and W. B. Carrsow, Austin, third vice president. 
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stock and inventory control and 
sales training. 

The lighter side of the program 
included a Hoo-Hoo concatenation 
in charge of Ben Springer, inter- 


national secretary; a colorful 


square dance program arranged by 
Forrest A. Dinn, San Antonio, and 





CAPT. EDDIE RICKENBACKER re- 
ceives a Texas tie clasp from Miss Norma 
Lee Dunnam. 


a cocktail party honoring exhibit- 
ors. The annual banquet taxed the 
seating capacity of. the Hotel Buc- 
caneer. Countess Maria Pulaski’s 
recital of her experiences as a 
Polish spy in World War II proved 
an entertaining hoax. 

President W. B. Henderson, Ft. 
Worth, was host at the annual pres- 
ident’s dinner at the Buccaneer. 
Mr. and Mrs. James R. Quinn, 
Houston, were general chairmen of 
the convention committee. 


INDIANA 
Carl W. Nagle Named 


New Indiana Secretary 


CARL W. NAGLE, 31, a native 
of Indiana, has succeeded R. W. 
Slagle as secretary of the Indiana 
Lumber & Builders Supply Associ- 
ation. 

Nagle majored in business ad- 
ministration at Butler University. 
He served in the Army Air Corps 
for three and a half years, leaving 
the service with the rank of major. 

Serving as assistant manager of 
the Merchants’ Association, Indian- 
apolis, Nagle had charge of pro- 
grams covering advertising, labor 
relations, interorganizational activ- 
ities and public relations. He was 
a field agent for the Travelers In- 
surance Co., recruiting and devel- 
oping new agents for the company, 
just prior to being named secre- 
tary of the Indiana association. 

Nagle is married and has two 
-children. 
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The Big Squeeze Is On 

Rising operating costs and declin- 
ing revenues, due to competition, are 
exerting a lusty squeeze on profits 
in retail establishments of all kinds, 
according to the Wall Street Journal. 
“Businesses are dying faster than at 
any time since V-J day,” says the re- 
port. “The nine-thousand-plus fail- 
ures which Dun & Bradstreet chalked 
up last year were almost double the 
total it noted in 1948 and nearly three 
times those counted in 1947. The pat- 
tern continues in 1950.” 


Time to whet up the selling 
tools. 


Half the Failures 
Are Retailers 


Approximately one-half of business 
failures in 1949 were retail concerns 
4200 to be exact, as compared 
with 300 in 1946. But that’s only part 
of the story. It no doubt is true that 
most concerns in trouble don’t hang 
on until bankruptcy closes their doors. 
When the red ink begins to appear 
all over the records they sell out or 
quit and therefore, are not included 
in the “failure list.” 


Price competition is biting in. 


Volume Up... Profits Down 
Most unusual is the fact that fail- 
ures are showing up in lines where 
business is supposed to be best. That’s 
a new pattern—one that is not so 
good. Furniture stores and lumber 
dealers are cited as outstanding ex- 
amples. With construction booming 
(especially house building), these two 
groups really should be riding the 
crest of the wave. Yet 483 furniture 
dealers failed in 1949, compared with 
only 23 in ’46. Last year 281 retail 
lumber companies were on the cas- 
ialty list 
earlier. 


with only 15 three years 


Price-cutting never solves com- 
petitive problems. 


What to Do About It 


Thoughts on the subject gleaned 
from The Dupont Company’s annual 
report: 


‘The Company has enjoyed a steady 
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growth since its 
Over the past 25 years its operating 
assets have grown at the average rate 


founding in 1802. 


of 9% a year....It has become one 
of the largest and most diversified 
manufacturing enterprises in the 
chemical industry. ... Sales are about 
7% of the aggregate sales of compa- 
nies classified as manufacturers of 
chemicals and allied products. ... The 
Company believes in competition. .. . 
For many years it has adhered to a 
policy of growth through research and 
through the development of new 
products. During 1949 these ex- 
penditures totaled $33 million.” 

Now comes the pay-off: 

“In 1949 about 60% of the Com- 
pany’s sales resulted from products 
that were unknown or in their com- 
mercial infancy 20 years ago.” 


Antidote for price cutting: New 
products, new ideas, new serv- 
ices, new methods. 


Shifting the Interest 


The prospective home builder who 
starts out to buy raw materials from 
the low bidder, forgets price when he 
encounters homes that are really new 
and different. Price rules the roost 
only when everybody is figuring on 
the same traditional list of items. 
When elements are included that are 
new and different, it is then possible 
to put good salesmanship to work. 
The prospect actually is looking for 
something new and better. 


Fear is at the root of most 
price cutting. 


Both Ends Against 
the Middle 


Why so much emphasis on price- 
cutting? Simply because it has be- 
come the moot problem of the hour 
in far too many trading areas. Deal- 
ers everywhere are complaining be- 
cause of the return of the vicious 
habit of price shopping by prospec- 
tive buyers playing both ends 
against the middle in order to scare 
some dealer into cutting deeper than 
any one else. There is always some 
one who gives way under such pres- 


MERCHANDISING 
CLINIC 


by R.E.S. 


sure. In some localities, materials 
are often being sold for less than the 
cost of replacement in the face of 
peak demand. 


Price selling defeats service— 
the most important element in 
the transaction. 


Bad for the Customer 
“Price-cutting is a good thing for 
the ultimate consumer,” insists a 
friend of ours who has _ shopped a 
lumber list so long .. . and has re- 
ceived so many quotations .. . he 
doesn’t have any idea where he is at. 
Actually he is merely pitting his wits 
against some of the most ruthless 
price-cutters in the metropolitan areas 
yards that are set up to cater 
to price trade. These dealers sub- 
scribe whole-heartedly to the theory 
that “they give customers what they 
pay for.” What our friend is paying 
for isn’t what he thinks he is getting 
and is NOT what he wants or should 
have. In the long run it will cost him 
far more than if he had purchased 
first class material from the _ best 
lumber yard in the city. That’s why 
price buying, so often, is anything but 
economical buying. 


Corner - cutting is 
costly. 


invariably 


Quality Is the Best Buy 


It no doubt is true that the best 
bargains go to non-shopping custom- 
ers . .. prospects who pick out a 
good concern or a highly reputable 
contractor and listen to their recom- 
mendations. If the price seems high, 
it invariably can be justified. A frank 
discussion of how it can be lowered 
will quickly reveal how the price- 
cutter is doing it. In nine cases out 
of ten the “high” dealer is able to 
say: “I can give you a much lower 
price if you will be satisfied with 
lower grade materials. They look 
very much the same as my top quality 
products, but of course they are not 
and they will actually cost you far 
more in the long run.” 


A frank discussion is often nec- 
essary to clear the air. 
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The Door Designed with You in Mind 


9 Ft. GARAGE DOOR untied 


Fully Receding—Track Type WIDTH 


EXCLUSIVE FEATURE— Door WZ). 
face is an integral part of ‘7 
frame — making a stronger, 
lighter door (pat. applied for). 


























i Door is sturdily constructed of 
j rust-resistant 

4 ‘ . GALVANNEALED STEEL 
Pe f A 4 This steel has a galvanneal 











i | y »~ i finish, it requires no primer 
‘a 


coat. Galvannealed steel costs 




















lm 
fA i . 
‘a dd : — <4 eer 20% more—but our prices are 
9 AG competitive. 
7 MT Door has distinctive horizontal 
lines—Tight closure through 2 





lock catches on either side of 


Rear vlaw of dearao door. Windows Available. 


showing sturdy, light- Write for prices—details. IM- 
weight construction MEDIATE DELIVERY. 


R. L. TAYLOR INC. ocrroir 28, michican 
Shows extra clearance 


An Oversized Door at an Undersized Price for even the widest cars 






































for WESTERN xx 


Specializing in Mixed Cars 
of 


IDAHO WHITE PINE 
PONDEROSA PINE 











ENGELMANN SPRUCE FRAMES 

INLAND RED CEDAR 

FIR AND LARCH oe 
MOULDINGS 





CUT-TO-LENGTH TRIMS 


Sales Office: 
449 Peyton Building 
P.O. Box 1290 


Teletype — Sp-105 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 


Pack River Sales Company 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 








for name of nearest wholesaler call 












a Vp 
Thompson Falls Lumber Co., Thompson Falls, Mont. ‘ ri 
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Products .... Sales 


Latest specifications booklet of the 


Aluminum Window Manufacturers 
Association as revised June 238, 
1949, covers double-hung, casement 


and projected types of aluminum 
windows. Specifications represent 
minimum standards of manufacture 
for aluminum windows suitable for 
various types of buildings. The As- 
sociation has established these speci- 
fications and testing procedure in con- 
junction with the Pittsburgh Testing 
Laboratory as a means of protecting 
architects, contractors, builders and 
other buyers or users of aluminum 
windows from getting inferior quality. 
For copies write the Association head- 
quarters at 209 Cedar Ave., Dept. AL, 
Takoma Park, Washington 12, D. C. 

Magic Mirror Door Detective, in- 
cluded in the plans of many builders, 
is now illustrated in a new folder. 
Three Door Detective styles are 
available in four finishes. Write 
Magic Mirror Associates Inc., Dept. 
AL, 27 E. 22nd St., New York 
16, N. Y. 


“Foremost” Steel Desks announced 
by Remington Rand are illustrated in 
a new booklet pointing out that the 
Foremost line embodies a new con- 
cept of the desk as an efficient tool 
for business. The FF-115 booklet de- 
scribes its revolutionary departures 
in design from standpoints of appear- 
ance and usefulness, and includes a 
detailed list of specifications for the 
desks. One of the salient features of 
Foremost desks is their use of inter- 
changeable pedestals and tops, per- 
mitting a wide choice of desk assem- 
blies to suit different office needs. 
Write Remington Rand, Inc., Dept. 
AL, 315 Fourth Ave., New York 10, 
N. Y. 


A new kitchen scoring system 
makes it possible to grade the effi- 
ciency of an existing or planned 
kitchen. Results of the study recently 
completed by the Small Homes Coun- 
cil of the University of Illinois 
through a grant by Hotpoint, Inc. are 
presented in an eight-page circular, 
“Kitchen Planning Standards,” issued 
by the university. The study included 
an analysis of 103 kitchen plans of 
typical small houses that have been 
built since the war. The plans 
were confined to basementless designs, 
since these presented minimum space 
conditions. The study recommends in- 
creasing the kitchen window area to 
at least 15 or 20 percent, allowing 
four feet between cabinets or appli- 
ances opposite each other. It also 
recommends that the sum of the dis- 
tances between refrigerator and sink, 
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Aids .... Literature 


sink and range, and range and refrig- 
erator should not exceed 22 feet. 
Write Hotpoint, Inc., Dept. AL, 5600 
W. Taylor St., Chicago 44, IIl. 


Labor Costs on Various Types of 
Concrete Construction are told in an 
external publication available on re- 
quest. Write Irvington Form & Tank 
Corporation, Dept. AL, 43 Cedar St., 
New York 5, N. Y. 


Preservation of wood products by 
cold dip treatment with “Woodlife” 
is covered in bulletin No. 19 A-3. An 
inexpensive treating tank of Woodlife 
Toxic Water Repellent makes the 
treatment possible anywhere. In some 
areas of the United States, windows 
and frames are furnished treated 
with Woodlife without extra charge. 
If the treament is charged extra, the 
cost is extremely low for treating 
all the windows and framés in the 
home. Doors, flooring, sidings, as well 
as construction lumber, can also be 
protected with Woodlife at a low 
cost to the home owner. Write Pro- 
tection Products Manufacturing Co., 
Dept. AL, Kalamazoo, 99, Mich. 


Thirty Hako Asphalt Tile colors, 
including six pastel decorator colors 
recently added to the Hako line, are 
reproduced in Hachmeister’s new bul- 
letin. Also illustrated are the five 
Hako feature strip colors, Hako ex- 
tra-flexible cove base, and Hako Par- 
quetry flooring which closely simu- 
lates the appearance of natural hard- 
wood. Ten floor-design ideas are 
shown in the new bulletin, and nine 
actual installation pictures. An add- 
ed feature, “How to Specify Hako 
Factory Waxed Asphalt Tile,” ex- 
plains sub-floor requirements in com- 
plete detail. Write Hachmeister- 
Inc., Dept. AL, 2332 Forbes St., Pitts- 
burgh, Pa. 


Bulletin 29, explaining the perform- 
ance and application of the new 
square Type E aspirating air diffuser, 
describes how the square outlet pro- 
vides draftless air diffusion over a 
full 360 degree are with the same 
efficiency as a circular unit. Also how 
it offers a wide variety of air distri- 
bution patterns by use of equalizing 
deflectors. The bulletin covers the 
Model E for flush mounting on acous- 
tic tile ceilings, the Model E-1 with 
flange for regular ceilings, the snap- 
on diffuser and equalizer assembly for 
quick and easy installation, and how 
the unit draws in up to 35 percent of 
room air. Write Anemostat Corpora- 
tion of America, Dept. AL, 10 East 
39th St., New York, N. Y. 










Three New Marlite 
Sample Folders Mi 


Marsh-Wall Products, Inc., ay MN 
nounces a handy, compact set » \\\ 
three new Marlite sample foldey 
One folder covers the regular Ma). 
lite line of Plain-Color, Hoy; 
zontaline and Tile-Pattern coloy 
Another shows the new line 








Wood Pattern Marlite plastic- 
finished panels. The third displays 
the new Marble Pattern Marlite 
line. Each folder contains a gen- 
erous sample of a pattern and color 
in that particular line, permanently 
mounted inside the folder so that 
the sample will not become lost or @ — 
damaged. Then, in addition, the 
folder shows exact colors of the 
other panels in that line. A set of 

the sales-stimulating Sample Fold- 

ers will be sent without obligation 

to any recognized lumber and build- 
ing material dealer. Write Marsh 
Wall Products, Inc., Subsidiary ol! 
Masonite Corporation, Dept. AL, 
Dover, Ohio. 


"Seal Rite" Enters Paint Field 
with Custom-Color Paints 


A new line 
of Seal Rite 
Paints with 
“Color-Tint” is 
supplied to the 
trade in all- 
base white 
only, with 
tubes of ‘“‘Col- 
or-Tint” in 30 
different 
shades. Seal 
Rite Paints en- 
able the dealer 
to offer his customers a 





wide 
range of colors and yet carry 


only a fraction of the stock 
normally required by a line of 
paints in colors. At the same time 
he can offer his trade colors that 
meet their demands exactly as well 
as custom-mixed paints. When 4 
customer buys a gallon of Seal Rite 
Paint, he receives free of charge 
a 4 oz. tube of “Color-Tint’”. With 
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DOUGLAS FIR 
PLYWOOD 


Douglas Fir 


It is with pride and anticipation to better serve the trade Doors 


that we announce the latest addition to our family of sup- 
pliers: Pine Doors 


The HARDEL PLYWOOD CORPORATION of Olympia, 
Washington. 


Having been appointed to handle their entire sales, we Flush Doors 
shall be able to supply Douglas Fir plywood, size 48" x 72" 
and smaller, Industrial grades and Sheathing for specific end : 
use. Mouldings 
Our fir plywood suppliers include: 


Associated Plywood Mills, Inc. (APMI brand) 
Industrial Plywood Corporation (IPC brand) 
Hardel Plywood Corporation (PMD brand) 


PACIFIC MUTUAL DOOR CO. 


lastic. Be TACOMA BUILDING * TACOMA 2, WASHINGTON 


iSplays 
Larlite j\_ MILLS—OREGON, WASHINGTON, CALIFORNIA 


a ~y WAREHOUSES FIVE PRINCIPAL CITIES 

nenth Garwood, N. J. @ Baltimore 31, Md. @ Chicago 8, Ill, © Kansas City 3, 
) that Kansas @ St. Paul 4, Minn. 

ost or 
, the 
f the 
set of 


“= [POSITION WANTED... IM@ Sal 


Pine Plywood 


Frame Stock 


INDUSTRIAL 
PLYWOOD MFG’D 
TO CUSTOMER 
SPECIFICATION 





ry of 
AL, 


"y, 
OU HEARD ME, mister...I wanta magazines. I’ve already sent literature 
job, but I don’t want a cent of wages. and information to these folks and 


I’m the Rilco Salesman-engineer in 
your territory and what I’d like to 
do for you is exactly what I do for 
thousands of other aggressive lumber 
dealers all over the country. I want 
to help you sell your own local pros- 
pects on Rilco Rafters and Trusses 
for their farm and commercial build- 
ings. I want to go out and call on 
these people with you to point out to 
them the many advantages of Rilco 
construction. 

I also want to give you lists of 
prospects to work on... people in 
your community who have answered 
our ads in leading national and state 


RILCO 
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the next step is for you and me to get 
out and try to close the deal. Let’s get 
more of this profitable business on 
your books. I want to help you make 
satisfied customers...customers who 
will recommend Rilco and your lum- 
ber yard to other builders. That’s a 
lot more important to me than merely 
selling you an order of Rilco Rafters! 

You don’t pay me a dime for what 
I do. It’s part of the service you get 
when you feature and promote Rilco 
Rafters. If you want more dope on 
‘em, just drop a line to my home 
office at the address below. Thanks, 
I’ll be seeing you.” 


WORKS WONDERS 


Laminated PRODUCTS, INC. 


2680 First National Bank Building, Saint Paul 1, Minn. 
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Display. The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


























POWER SAW 


ONLY *3Q25 Retail Price 











Model 625 
Portable Electric 
Hand Saw 








. .» with these big sales 
and performance features! 
ZZ Weighs only 10%2 pounds 
r,.2, (3) Angular Adjustment 90° to 45° 
<2) L / Depth of Cut 0” to 248” 


RY Graduated Ripping Guide 


Plus many others 

It's designed by experts for easy, fast, 
precision work. It has perfect balance 
for one-hand operation, plus plenty of 
power. Streamline design with motor 
drive to blade through precision-cut 
bronze helical gears. Air baffle clears 
sawdust from line of cut. Safety guard 
keeps blade covered when not cutting 
— automatic return. Complete with 6 Y%4” 
combination blade; 10-foot, rubber- 
covered, 3-wire (with ground wire) cord 
and plug. Other types of blade avail- 
able. 


Beautiful hammerloid-finish, $625 
steel carrying case, extra... a 
Deed 


SEND TODAY. Get new 1 6-page 


catalog with full information 






on the complete line of 
Portable Electric Tools for 


farm, home, and shop. 


(PET) PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Avenue, Toronto 13 
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a quart he receives a 1 oz. tube, 
and with a pint a % oz. tube. The 
tubes provide just the right amount 
of “Color-Tint” to produce the color 
shade that the customer selects on 
the Seal Rite color card. Seal Rite 
Paints are available in one-coat 
wall paint, stipple flat, 4-hour 
enamel, primer sealer, semi-gloss 
and outside house paint. Write 
Seal Rite Caulking Co., Inc., Dept. 
AL, 6335 Lyndon, Detroit 21, Mich. 


Split-Roller Bed 
for Mixed Order Loads 


The Split-Roller bed which is 
finding increasing favor among 
lumbermen, is said to be especially 
good for mixed order loads, housing 
project deliveries, or mixed car un- 
loading. With a split or twin roller 
bed installed at the rear of a truck 





bed, a mixed car can be unloaded 
into storage space that houses two 
different lengths of lumber. In the 
single roller there is no interference 
from rollers when used for mate- 
rials other than lumber, as the for- 
ward foll is carried in rack un- 
derneath the bed frame, and for- 
ward part of the bed is perfectly 
flat. Either half or the whole load 
can be rolled off. If half of the 
load is delivered to a particular job, 
the balance of the load can then be 
delivered to a site that may be sev- 
eral hundred feet away. For com- 
plete information write The R-B 
Company, Dept. AL, Guinotte and 
Euclid Ave., Kansas City, Mo. 


New Standard Size Units 
of Thermopane Announced 
To satisfy the expanding market 


for insulating glass in casement, 
double hung and picture windows, 


a number of new Thermopane 
standard sizes have been an- 
nounced. Six of the additional 


standard sizes are for glazing in 
Pella wood casement windows 
manufactured by Rolscreen Com- 
pany, Pella, Ia. Two additional 
picture window sizes have been 
adopted for glazing in Andersen’s 
Pressure Seal double hung win- 
dows. These are also suitable for 
picture window units made by 
other sash manufacturers in con- 
nection with double hung window 
flankers. Six Thermopane stand- 
ard sizes have been adopted to take 
the place of the former standard 
units designed for glazing in resi- 
dential steel casement windows. 
The new sizes are larger and in- 
tended for glazing in casement win- 
dows without muntin bars. The 


cost of glazing a single ventilatoy 
section or a fixed light section with 
muntins removed is much less thay 
when glazed with three or foyy 
smaller size Thermopane units. 

Including these additional wip. 
dow units, there are more than 8 
standard sizes of Thermopane now 
available. Write Libbey-Owens. 
Ford Glass Company, Dept. AL, 
Toledo, Ohio. 


New Dexter Thin Door Lock Set 


French doors, and other thin 
and extremely narrow stile doors, 
now may be equipped with bore-in 
type tubular locks and latches. A 
new addition to the Dexter line, 
this set will fit doors as thin as 
“s"", with stiles as narrow as 2!4”, 
The latch of the set is a regular 
Dexter, in miniature. It is of the 
two-spring construction, which 
gives a soft, smooth action to the 
latch bolt, and fast action to the 
knob and lever handle. The lock 
of the set has a regular Dexter 5- 
disc tumbler cylinder, which can 
be keyed alike with other Dexter 


























5-disc tumbler sets. Though small 
in size, it is a full-fledged lock of 
the dead bolt type. A companion to 
the latch. The lock or latch may 
be purchased separately, or as a 
complete set, as illustrated. Write 
National Brass Company, Dept AL, 
Grand Rapids 2, Mich. 


Plyscord Approved as Exterior 
Sheathing, Sub-Flooring, 
Roofing Material 

Plyscord, a utility Douglas fir 
plywood, has been approved for use 
as exterior sheathing and as a sub- 
flooring and roofing material by the 
Board of Standards and Appeals, 
New York City, Vernon Sears, staff 
architect, United States Plywood 
Corporation, announced. Plyscord 
sheathing is made in a minimum 
thickness of 5/16” and is made of 
three plies of Douglas fir, with the 
grain of the center ply running at 
right angles to the two surface 
plies. Plyscord for sub-flooring is 
made in a thickness of 34”, 1%”, 
54” and 34”. The 34” is made of 
three plies and the other thick- 
nesses in five plies. The tests were 
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Beautiful Bee GEE Windows 


ted about fealures hat 
wlh BEEGEE Windows 


EASY HOUSEKEEPING 
Clean the OUTSIDE 
from the INSIDE! 


HEALTH and COMFORT 


Bee Gee ventilating unit stops in any 
position— from closed to maximum 
opening. Permits control of ventilation 
from three directions of wind. 


ONE COMPLETE UNIT 


The factory pre-fitted Bee Gee Window 
is one complete unit consisting of 
FRAME, pre-fit glazed SASH with glass 
bedded in putty, copper SCREEN and 
all HARDWARE applied at factory. 


MORE STYLE . . . MORE BEAUTY 


The LOOKED FOR LOOK in modern 
windows with more than 42 styles and 
sizes for every home plan and build- 
ing requirement. 


Toe mene svieaben salle aul 





GLASS EASY 
TO CLEAN 


All glass is easily 
reached, both inside 
and outside from 
INSIDE the room. 
Women are quick to 
see how this Bee Gee 
Window feature 
makes cleaning and 
housekeeping easier. 


Famous Bee Gee 
Windows are sold 
only through local 
lumber dealers in 
the following states: 
Michigan, Ohio, In- 
diana, Kentucky, 
West Virginia, Penn- 
sylvania, New York. 


SELL BEEGEE WINDOWS 
for full details... write today... 


menue OO Mn 





BROWN-GRAVES CO. 


AKRON 1, OHIO 
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PHENIX No700 





















































Expand Your 
Sales Opportunities With 





Wedgelock Overhead Type 
Garage Door 






There’s a good profit in the Phenix No. 700 Wedgelock — 
and many ways for you to earn it... for here is an overhead- 
type garage door that is packed with engineering advantages 
that people want. When you can offer so many practical 
convenience features without a premium in price, you're com- 
petitively primed for volume sales. And that’s what Phenix 


dealers everywhere are doing. Phenix 
production capacity has been in- 
creased to help enlarge your sales 


opportunities. Write. 





Above is the patented 
Phenix lock that needs | 
a key only for open- si 
ing. A push button ‘4 
locks it securely when 
the door is closed. 





The picture below 
illustrates the low 
overhead feature. 
The door is thrown 
back at the abso- 
lute start of the up- 
swing. Less than 4 
inches of head- 
room is required— 
far less than most 
other doors. 

































You see above the 
Wedgelock feature 
with the offset track 
that brings the door 
down tight against 
the jamb — weather- 
proof against the ele- 
ments. 


PHENIX MANUFACTURING CO. Inc. 


4129 North Port Washington Rd ¢ Milwaukee 12, Wis., 












made at Manhattan College, under 
the direction of the Board of 
Standards and Appeals. Write 
United States Plywood Corpora- 
tion, Dept. AL, 55 W. 44th St., 
New York 18, N. Y. 


Roger Take-Out Window Kits 
Now you can make any K-D 
frame and sash into a _ weather- 
stripped removable window—and 
at a cost comparable to the ordi- 
nary weatherstripped window, ac- 
cording to the manufacturer. Roger 
Take-ouT Window Kits, available in 
all sizes, include two treated glid- 
ing strips for conversion, four 
Roger Sash Balancers, complete 
weatherstripping, and installation 
blueprints and instructions. The 
Roger Sash Balancers, with their 
adjustable tension principle, are 
guaranteed for the lifetime of the 
structure. They create a non-bind- 
ing, non-rattling, smoothly gliding 
window. The Roger Take-ouT Kit 
is reported to insure an air tight, 


TONGLE and GROOVE mEtAL STRPAING 









FONGRE ond 
OROQIVE GING Stirs 
DUST PAR 


ROGER SASH Ral ACER 


water tight, easily removable unit. 
Write the Roger Company, Dept. 
AL, 3718 Chicago Ave., Minneapolis 
7, Minn. 


The May 1950 Red Book 
Now Available 

The many changes in ratings and 
business classification appearing in 
the 137th edition of the Reference 
Book of the Lumbermen’s National 
Red Book Service is creating much 
interest in the lumber and allied 
trades. Just off the press, the 
Spring 1950 edition shows a 
greater number of changes than 
any of the previously published edi- 
tions. Special interest is centered 
on the large number of new con- 
cerns listed, such as new sawmills, 
lumber manufacturers and other 
new enterprises dealing in lumber 
in one form or another. This inter- 
est will indicate an increasing in- 
terest of sellers of lumber in new 
outlets for their products to credit 
worthy concerns. The Red Book 
Service was established in 1876, 
and has continuously served the 
lumber shippers and firms who 
market their products through re- 
tail lumber dealers or who sell to 
the lumber, woodworking, furniture 
and cabinet manufacturing indus- 
tries. Users of this credit rating 
service report they are unusually 
successful in avoiding credit losses 
and in developing new business, 
while others find the publication in- 
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valuable as a buying guide. 4 
fact that it serves a three fold py 
pose in business makes it unique: 
the lumber industry and jt ; 
widely used. The Red Book as t; 
familiarly referred to is publish 
by Lumbermen’s Credit AsgsoQi; 
tion Inc., 608 So. Dearborn ¢ 
Chicago 5, Ill. An office at 99 Wa 
St.. New York 5, New York ; 
maintained for the convenience y 
eastern subscribers. 


PC Glass Blocks Designed 
For Easy Installation 


Small decorative panels of Pi 
Glass Blocks can add a lot of char 
to plans for a distinctive hom 
They also assure better lightix 
and greater comfort. Quick an 
economical to install, these pane 
require no expansion strips, wal 
ties or wall anchors. Within give 
dimensions they can be laid w 
using only mortar and _asphal 
emulsion. Panels of PC Glas 
Blocks used around entrance doors, 
provide architectural decoration « 
well as daylight in foyer or hall 
Twin panels can be used effectively 
to flank a fireplace. The _ block 
assure quiet and light in the study: 
while in the bathroom—ventilation, 
light and privacy are all made po: 
sible with only one panel. Ther 
are several patterns available. For 
descriptive folder write Pittsburgh 
Corning Corporation, Dept. AL 
307 Fourth Ave., Pittsburgh 22, Pa 


New Series of Heavy-Duty — 
Lift Trucks in Three Sizes 

Silent Hoist & Crane Co. is now 
offering a completely new series 
of heavy-duty Liftruks. The trucks 
are available in three sizes—5, 7» 
and 10 tons capacities. The dual 


——— 


aa ~ 


pneumatic traction tires are 
mounted on a “dead” axle which 
supports the chassis and fork load, 
relieving the differential drive 
from this severe service. This fea- 
ture is a duplicate of the famous 
Krane Kar design. Lifting and 
tilting hydraulic units are oversize. 
operating at moderate low fluid 
pressure. The lifting guides are 
interlocked with each other to pro 
vide perfect alignment and equa 
distribution of the fork loads on 
them. Improved vision for the op- 
erator has been accomplished. Lib- 
eral ground clearance has_ bee! 
provided, making it possible to Op- 
erate under adverse terrain condi- 
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OUR MOTTO: “If It’s 
Made of Wood, We 
Sell It.” 











R. A. Holmes 
C. F. Mimnaugh 























packa 
other 


LUMBER 


From 


variety of Firpine manufactured lumber, mouldings and cut 


stock. 





MILLWORK 


Through remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine offers an excellent service ‘in 


WHOLESALE 


We also have a well-rounded wholesale organization with 
departments handling Douglas Fir, Ponderosa Pine and allied 
species—to serve you with practically anything in Western 
Softwoods. : 












ged trim, lineal mouldings, furniture dimensions and 
specialty items in Ponderosa Pine. 


our lumber manufacturing plant we're supplying a 




















Propucts COMPANY 
§25 CORBETT BUILDING—PORTLAND 4, OREGON 































































Dierks Bldg. 
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Oklahoma Jobber tells why small town yards like 
DIERKS SATIN-LIKE PACKAGED TRIM 


“There are many good sales features in Dierks 
Satin-Like Packaged Trim,” writes Mr. J. O. Baker, 
Jr., of Lumber Supply Co., Oklahoma City, “the 
primary one being that the trim is pre-cut and ready 
for installation. That is a big factor, especially in 
small town yards where the mechanics in the field 
are limited.” 


Yes, contractors and builders everywhere know that 
Dierks Satin-Like Packaged Trim is foolproof when 
it comes to installation. For Dierks “Satin-Like” is 
mitred and finished at the mill and comes pre-cut 
in packages. On the job, even unskilled workmen can 
quickly turn out a beautiful job of trim. 


If you're not already stocking Dierks Satin-Like Packaged Trim, 
better give it a try. A small order will convince you that there's 
real profit in the trim that the trade prefers. 


Dierks LUMBER AND COAL COMPANY 


1006 Grand Ave. 


Kansas City 6, Missouri 

















































tions. Various attachments, such 
as shovels, special forks and fork 
extensions, power spreaders, rotary 
aprons for forks and _= special 
winches and crane booms are avail- 
able. For descriptive Liftruk Bul- 
letin No. 76 write Silent Hoist & 
Crane Co., Dept. AL, 860 63rd St., 
3rooklyn 20, N. Y. 


Aluminum Rafter Square 


A recent polling by 
Company, revealed that over 87% 
of master carpenters favored a 
lighter weight rafter square, but 
only if it retained the standard 
24 x 2 inch Body and 16 x 1! inch 
Tongue. And they demanded true 
right angle in a standard, reliable 
square having the same qualities of 
the steel used in Sargent’s No. 500 
Rafter Square. To meet these 
requirements Sargent tool designers 
thrashed out the problem with en- 
gineers of the Aluminum Company 


Sargent & 


Sy FREAMESRABL GEE i HEME GE Hs He a8 85 SPRL GL ET a 


of America and selected an alumi- 
num alloy with the strength of 
steel and an alumilite finish which 
is completely corrosion proof. Two 
thirds of the weight was eliminated 
in this new square, with no loss 
of “feel” so important to the car- 
penter. Write Sargent & Company, 
Dept. AL, New Haven, Conn. 


Stackbins-in-Stackracks for 
Compact, Convenient Storage 
The problem of display and con- 
venient storage of nails, bolts and 
other bulk merchandise, can easily 
be solved with Stackbins-in- Stack- 





racks. Made in a wide range of 
sizes, these individual unit bins 
can be arranged to fit any available 
space. Individual hopper-fronted 
Stackbins slide like drawers in 
heavy channel steel Stackracks. 
The installation shown here con- 













IT MUST BE DRY 


26 Modern Cross-Circula- 
tion Dry Kilns Handle the 
Full Production of 725,000 
Ft. Daily at Our 3 Mills. 


Order Willamette Valley Lumber for 
dependable manufacture. 
reliable grades. 
scientific Kiln drying. 


for 


Fir and Hi-Hemlock Dimension 


Order it 
Order it for 


KILN-DRIED — 


End-Matched Drop Siding. 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 


Mouldings, Trim, Boards 








DALLAS, 





WILLAMETTE VALLEY LUMBER CO. 


OREGON 
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sists of 18 No. 5C Stackbing ang 
Stackrack units and two counters: 
occupies a space 8’ 3” long, 37” hi gh 
and 24” deep. For literature anj 
price list, write Stackbin Corpor. 
tion, Dept. AL, Main St., Pay. 
tucket, R. I. 


New 4-Ton Heavyweight 
Truck Unveiled by Dodge 
Dodge has expanded its line of 
“Job-Rated” trucks in the high 
tonnage field to include a ruggej 
4-ton heavyweight. The company and 
is introducing the entirely new ani proc 
more powerful truck in 30 basic Lum 
models. The 396 different basic 
truck models now offered by Dodge y 
cover nearly 99 percent of all haul. 8 
ing needs. Designated as the Y 
and YA models, the new truck 
have a nominal rating of four tons, 
a gross combination weight of 
50,000 pounds, and a gross vehicle 
weight of 28,000 pounds—an in- 
crease of 5,000 pounds over the 
23,000-pound maximum GVW for. 
merly offered by Dodge. A com- 
pletely new engine that develops 


mer 
ern 
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330 pound-feet gross torque was 
specially designed for the new 4- 


The six-cylinder engine de- 
livers 154 gross horsepower, has 


tonner. SB 
a compression ratio of 6.5 to 1, we 
& 
we 
be 
& 
¥ 
i 





and a displacement of 377 cubic 
inches. Write Dodge Division, Dept. 
AL, Chrysler Corporation, Detroit 
31, Mich. 


Air Pressure 
Paint Roller 


W. R. Brown Corp. is marketing 


the new Speedy Pressure Paint 

Roller. A specially designed, lead P 
coated, “No-Tip” tank holds three \ 
gallons of paint which is fed to the 
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bing a 
ounten {| SUPERIOR LUMBER 
O70” high 
ure and 
“prs! | EVERY BOARD GETS A BATH IN : 
THE ANTI-STAIN SOLUTION ... i 
; it's just a matter of minutes from gang saw to trim- 
a OM) mer to anti-stain bath for boards at Dargan's mod- 
ra ern Conway plant. Fungi are killed, stain is eliminated, 
ompany | and the brighter, better product of painstaking 
ew anim | procedure at every step becomes "Superior Dargan 
) basic fi) Lumber." 
basic 
Brn e FINISH 
aul- @ MOULDINGS 2 
the Y @ FLOORING : Truly the Outstanding Door for 
trucks @ CEILING Ss , . 
r tons, @ BOARDS = Economy—Beauty and Profit! 
ht of @ SIDING ; 
vehicle 
an in- 
2r the : 
V for. Trade Mark Registered 5 
com- BS 
velone Write Box 406-C for list- ages S 
Velops agai and free de- So chether'te be iiedvied es 
. scriptive literature. or air-dried. % 
DARGAN LUMBER MANUFACTURING COMPANY; = 
(FORMERLY INGRAM-DARGAN LUMBER CO.) : 
Gang Mill + Dry Kilns + Planing Mill CONWAY, S. C. 5 
















%& At last a door that requires no special paint job or 
extra equipment to make it different! 
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Raynor Raised Panel Door offers door users beauty 
and individuality built right into the door! 

































Was 
w 4- 
e de- 
has 
to 1, 
-ubie 
Dept. 
troit 
For over 22 years our Company has spe- 
ting cialized in the manufacture of Oak Floor- 
aint ing. Our Ozark Brand Oak Flooring is 
lead made from selected stock, properly sea- j c 
soned in Moore Cross-Circulation Kilns. x“ Raynor Raised Panels are machine routed from 1 
a Our plant is modern throughout and stock and built into the door sections at the factory! 
the machine work unexcelled. With wide selections of panel designs and patterns 
. . available, this door creates it’s own demand. 
Ozark Brand Oak Flooring is expertly 
4 graded in accordance with NOFMA grad- 






ing rules. 






Try Ozark Brand 
Oak Flooring 
You'll like it. 











line of wood sectional 
san . . 

~__4AgKe®) overhead doors. Write 

|Rpe for dealer and fran- 


chise information. 
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MISSOURI Knox Ave., DIXON, ILL. 
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sheepskin covered paint roller 
through a 15 ft. hose. Air pressure 
is supplied by means of a pump on 
the tank. The painter controls the 
flow of paint with a valve button on 
the roller handle. The roller allows 
almost effortless painting of flat 
surfaces, and gives a satin smooth 
or stippled finish in one quick op- 
eration. Write W. R. Brown Corp., 
Dept. AL, 5720 Armitage Ave., 
Chicago 39, II. 


Picnic Table Is Packaged 
for Over-the-Counter Sale 

The Heyer picnic table, packaged 
for over-the counter sale, is secure- 
ly wrapped and very easy for the 
dealer to handle. A prefabricated 
steel frame is provided by the 





Heyer Sales Company complete with 
bolts and instructions for quick as- 


sembly. The customer buys his 
own plywood or planks, bolts it to- 
gether in a jiffy (no screws) and 
has a stronger, better looking table 
than any he can buy. The sturdy 
steel frame of 1144 x 1% inch angle 
iron is painted an attractive green 
and is designed for 6 to 8 ft. 
length. It will comfortably seat up 
to 14 adults. Welded platform on 
the bottom of each leg prevents dig- 
ging or scratching the ground or 
floor. Each end frame is welded in 
one piece; 4 braces. Frame weighs 
only 35 lbs. and can be knocked 
down for storage. Write Heyer 
Sales Company, Dept. AL, P. O. 
Box H, Milledgeville, Ill. 


Solid Rock Maple 
Counter Top 


One of the latest and most prac- 
tical additions to the 1950 Ameri- 
can Kitchens line is a beautifully 
grained, solid rock maple counter 
top. It is installed in this kitchen 
directly next to the sink for maxi- 
mum utility. In this case the maple 
top, which matches the streamlined 
contour of all other American Kit- 
chens counter tops, is suspended 
between the sink and a regulation 
base cabinet. The space beneath 
is an ideal “garage” for the popu- 
lar Serv-Cart shown in foreground. 
Field tests on the maple tops have 
proved that the housewife auto- 
matically turns to it as the cutting, 
chopping and pounding center of 
her kitchen. The tops are reported 
to show remarkable resistance to 
wear or discoloration. Write Amer- 
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ican Central Division, AVCO Manu- 
facturing Corp., Dept. AL, Conners- 
ville, Ind. 


Lupton "Master" 
Aluminum Window 


The Michael Flynn Manufactur- 
ing Company announces the addi- 
tion to the Lupton line of a new alu- 
minum window, know as the Lup- 
ton “Master” Aluminum Window. 
It is a projected type window with 
extra deep sections, welded con- 
struction and precision weathering 
designed especially for schools, hos- 
pitals and office buildings. The win- 
dows ‘can be glazed inside or out- 
side, depending on individual re- 
quirements. The new Lupton 
“Master” Aluminum Window will 
accommodate glass up to 14” thick- 
ness, if desired. All hardware is 
made of aluminum. Screens of alu- 
minum are also available. Data 
sheets giving specification, con- 
struction and installation details 
are available from the Michael 
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Flynn Manufacturing Company, 
Dept. AL, 700 East Godfrey Ave, 
Philadelphia 24, Pa. 


Display Shows Eight Colors 
from the Olympic Line 


The new sample display shown 
here is compact and colorful with 
the actual color of the pre-stained 
Olympic Perfect-Fit Shakes and 
Olympic Texterior Siding appear- 
ing through an outlined die-cut of 
a house. The selection of eight 
colors from the Olympic line affords 
the buyer a large enough sample to 
help realize the color possibilities 
of the two products. Made of heavy 
cardboard, this display is printed 
in gray and wine to give a neutral 
background for the sidewall colors 
shown in the packaged sample of 


the Olympic sidewall material. The 
individual sample cartons of the 
pre-stained red cedar are printed 
in the same color combinations. 
Write Olympic Stained Products 
Company, Dept. AL, 1118 Leary 
Way, Seattle 7, Wash. 


Model D Wrigraph Drafting 
Machine 

Eliminating all obstructions 
along the top edge of the drawing 
area, the Model D Wrigraph Draft- 
ing Machine mounts in the extreme 
right hand corner of the drawing 
board instead of the center or left 
corner as on all the other machines. 
The instrument permits free move- 
ment of the scales over the entire 
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Attractive Designs 


Easy to Install 





@ Easy to Operate 


@ Weather tight closing 


Wagner Model 326 "Rollezy" is the quality leader in the popu- 
lar price field—No other door offers so many advantages. 
Made in 15 sizes 8' x 6' 6" to 16’ x 7’. 


WAGNER AUTOMATIC ELECTRIC DOORMAN—Furnished to 
a any type of overhead door by radio, magnetic or key 
control. 


WAGNER ALSO MAKES—Saw horse trestles—Scaffold brack- 
ets—Folding ladder brackets—Hangers, tracks and hardware 
specialties. 


Write for Bulletin AL-50 and information about the complete 
Wagner Line. 


WAGNER MANUFACTURING CO. 


Cedar Falls, lowa 
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MAPLE FLEORING WARUFACTIRIRS ASSHTRTINN aydeesn 


WRITE to your nearest MFMA pro- 
ducer for this colorful, new, maple-base 
Counter Display Card! 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
386-D—46 Washington Boulevard 
OSHKOSH, WISCONSIN 
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Thousands of inquiries have been received from people 
who have seen aluminum wire-screening ads in 
American Home, Better Homes & Gardens and 
Holland’s. Inquiries asking for more information, 


‘asking where to buy new, strong, non-staining, 


long-lasting wire screening made of Atcoa ALCLaD 
ALUMINUM. 


The wire screening identified by this tag: 


.-. woven by these leading manufacturers: 


New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 
Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen 
Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 
“Woven Wire Fabrics Div. 
(John A. Roebling’s Son, Co.) 


American Wire Fabrics Corp. 

Chase Brass & Copper Co. 

Clinton Wire Cloth Company 

Cyclone Fence Division 
(American Steel & Wire Co.) 

Hanover Wire Cloth Company 

Heilig Bros. Company, Inc. 

The C. O. Jelliff Manufacturing 
Corp. 

Keystone Wire Cloth Company 


ACT NOW! Cash in on this red-hot item. Con- 


tact your supplier—order today. For complete infor- 
mation on our free promotional material for your store, 
fill in the coupon below. Do it now! 


ALUMINUM COMPANY OF AMERICA 
1418E Gulf Building 
Pittsburgh 19, Pennsylvania 


Please send me information about your free aluminum wire screen- 
ing promotional material: 


Name. 





Address 











drawing area without interference. 
Drawing area is 20 x 26”. The ma- 
chine is easily fastened to any 
board or table. It is available in 
two sizes. The ball-bearing preci- 
sion drafter is accurately calibrated 
through eccentric adjustments built 
into the mechanism. Write L. G. 
Wright, Inc., Dept. AL, Box 63E, 
Cleveland 21, Ohio. 


Heavy-Duty Portable 
Dust Collectors 


The new-type “M” unit dust col- 
lector, available in three models, 
handles dust from grinding, buffing 
and polishing metal-working ma- 
chines, and similar dust sources. 
Each unit is compact, self-contained 
and ready to operate. In all sizes 
of the unit, the principles of oper- 
ation are the same. Dust-laden air 


is delivered to a small diameter 
high efficiency, centrifugal pre- 
cleaner where all but the finest par- 
ticles are removed. The air then 
passes through steel wool filter 
pads for final cleaning. These 
heavy-duty collectors can be set up 
anywhere io serve one or several 
machines for any period of time— 
or can be readily moved to meet 
changing needs. For descriptive 
bulletin write The Kirk & Blum 
Mfg. Co., Dept. AL, 2838 Spring 
Grove, Cincinnati 25, Ohio. 


Fully Enclosed Flour 
Bin Base Cabinet 

A fully enclosed inner bin hold- 
ing 50 pounds of flour is featured 
in this new Youngstown Kitchens 
flour bin base cabinet. It is 15” 
wide, matches other base units in 
the Youngstown line, and can be 
used with a regular unit top or 
with a continuous top. The bin tips 
out easily, making the flour easily 
accessible by raising top of inner 


—_ 


bin. One storage drawer is located 
above the bin. Cabinet is finished 
in white baked-on enamel. Handles 
are chrome finished. Front panel 
of the bin and drawer head are 
sound insulated. Write Mullins 
Manufacturing Corporation, Dept. 
AL, Warren, Ohio. 


Fabrico All-Aluminum Screens 
For Wood or Metal Windows 


Fabrico screens are made in sizes 
to fit all wood windows, and in 
three standard sizes to fit case- 
ment windows, two, three or four 
lights high. Screens for wood 
windows can be hung or removed 
from inside the house. Rust-re- 
sisting hanging hardware is in- 
cluded and same top hooks can be 
used to hang storm windows. Wing 
clips are supplied at no extra cost, 
making casement window screens 
detachable without screwdriver. 
Made of rust-free aluminum, these 
screens are easily handled and 
quickly installed. Rolled tubular 
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section keeps the wirecloth taut 
and holds frame width down to 
minimum. Corner locks provide 
rigid assembly without the corro- 
sive effects of welding. Write 
Screens & Fabricated Metals Corp., 
Dept. AL, North Bergen, N. J. 


Carey "Strip Blankets" 
Are Uniquely Packaged 


A new form of rock wool insula- 
tion called Strip Blanket, is re- 
ported to get to the job in better 
shape than the roll blankets. This 
is accomplished with a new type of 
package. Continuous strips. of 


~ wv US 


paper-enclosed blankets are folded 
in accordion fashion before being 
compressed into the new package 
called a “rectangular tube.” This 
folding method of packaging is 
said to eliminate distortion to the 
insulation which cannot be avoided 
when it is rolled and then com- 
pressed into a ‘bag or carton. Write 
The Philip Carey Manufacturing 
Company, Dept. AL, Cincinnati, 
Ohio. 
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make 
more 
sales 

--- more 
profit 


Feature the 
THOMASON 
FLUSH DOOR 


(ALL-WOOD THROUGHOUT) 


lf you are a building material dealer, it will be 
definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door 
in your territory. 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


Sold Only Through Distributors 


THOMASON 


mn ee Bekok mmeged a Tel 7 waned, | 


FAYETTEVILLE « NORTH CAROLINA 


Quality 








HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 


oak: 


Dimension. Best of manufacture. 


beech nt of ma 
Satisfaction that will bring yoa 
Pp ecan back for more. 
ash . 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 














Cater to these 


BACKYARD SPORTSMEN 


this Spring~and Summer 


These low-cost units make AT 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 


PROFI 
oF T 


More home recreation is 
centering around Outdoor 
Fireplaces. This popular 
trend opens markets for 
you to supply these all- 
metal “cores” that fit in- 


side any masonry design. 


Outdoor Cooking 
(and eating) 
offer great sport 
for all the family 


The Majestic Company 
303-C Erie St., Huntington, Ind. 











TO DEALERS: | 
Your Copy* BREF / | 


NEW 52-page idea 3 


Rh. 


book of Outdoor tons 
Fireplaces " 


*More copies avail- 
able at nominal 
cost for you to sell 
at 25¢ each. 
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CASH in on the SALES POWER of 
Vify Bronze Window Control Springs 


Available for plain rail 
or double hung win- 
dows. 


SELLS Right out of Display Box 
Now Retail at Only 25c¢ Per Pait’ 


For new or old construction—can be installed without tools 
or nails in just 2,minutes. Jiffy Bronze Window Control 
Springs are excellént for low cost houses, tourist cabins, 
cottages, attics, garages, ete.—in double hung or sash rail 
windows. They eliminate sash cords, pulleys. No mortising 
or boxing. Made of special, durable spring bronze. Passed 
10 year tested by Armour Research Foundation. Over 
11,500,000 sold on ‘‘Money Back” Guarantee. 


Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 








_ 
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Kansas Firm Purchased 
by Hardman-Snowden 


The Hardman- Snowden Lumber 
Company, Inc., Topeka, Kan., recently 
purchased the Schumaker Lumber 
Company interests at St. Marys, Kan., 
and has moved the stock to the Hard- 
man-Snowden yard. Lawrence Schu- 
maker has been employed as the com- 
pany’s St. Marys manager. Ray San- 
tee, former manager, was advanced 
to the position of auditor. 


Talbert-Schaab Lumber Co. 
Modernizing Noblesville Yard 


Now under construction and sched- 
uled for completion early in June, a 
new 60 x 60-ft. lumber shed will ex- 
pand plant facilities of the Talbert- 
Schaab Lumber Co., Inc., in Nobles- 
ville, Ind. Planned as a continuation 
of lumber storage space adjacent to 
the firm’s office and sales room, the 
new shed will warehouse approxi- 
mately 100,000 feet of lumber, and 
will be used basically for lumber stor- 
age. It will add approximately 25% 
to the space now available for lum- 
ber bins, according to Harry E. Tal- 


bert, firm president. Construction will 
be of a type preferred for lumber 
storage, he said, with cement block 
foundation and corrugated galvanized 
steel sidewalls. 

Erection of the new building is the 
first step in a comprehensive modern- 
ization program planned for the No- 
blesville Talbert-Schaab yard. Re- 
modeling of the sales and display 
room is scheduled to follow. 

The firm also operates yards at 
Westfield, Sheridan, Warsaw and 
Rensselaer. The Wilkinson Lumber 
Co., Carmel, Ind., formerly owned by 
the Mildland Building Industries, was 
recently purchased by the Talbert- 
Schaab Lumber Co. 


Recently Incorporated 


Ridgeway Lumber Limited was re- 
cently incorporated in British Colum- 
bia with authorized capitalization of 
$20,000. The firm has its registered 
offices located at 227 Columbia St., 
New Westminster, B. C. 

Globe Logging, Ltd., was incorpo- 
rated with authorized capitalization 
of $50,000. Registered offices are lo- 
cated at 426 Standard Bldg., 510 West 
Hastings St., Vancouver. 


"Sell with Confidence” Is 
Message of U.S.G. Exhibit 


United States Gypsum’s current ad. 
vertising slogan, “Sell With Conf. 
dence,” was the theme of the com. 
pany’s colorful exhibit at the 1959 
Lumber Dealers’ conventions held re. 
cently in 27 cities from coast to coast, 
Every 10 seconds, a_three-positton 
poster changed scenes to reveal an. 
other of three reasons why dealers 
“sell with confidence” when they 
“sell USG.” The first scene empha. 
sized the top quality of U.S.G. build. 
ing materials. The following scene 
showed how research continually de. 
velops and perfects new building. ma- 
terials and systems. And the third 
scene covered U.S.G.’s_ promotion 
which makes selling easier for U.S.C. 
dealers. Prominently displayed in the 
exhibit were copies of U.S.G.’s new, 


COMPANY representatives familiar with 
local dealer problems were on hand at 
the exhibit to answer questions about 
U.S.G. building materials and methods. 





CABOT’S STAIN WAX 


PRACTICAL 


for your customers 


| PROFITABLE 


for you 








New range of colors 
Cabot’s Stain Wax comes in a unique range of 


NORTHERN 
WHITE PINE 


NORWAY 
PINE 














colors including blond shades for modern interiors — 
White, Ivory and three Grays — plus traditional shades 
— Maple, Walnut and Mahogany — plus Redwood and 
Natural (a clear, transparent finish). Natural or White 
Stain Wax may be tinted with colors in oil. 

In stores, restaurants, offices and homes, Cabot’s 
Stain Wax is the easy, economical finish for all interior 
woodwork, plywood paneling, doors, molding and trim. 

Inexpensive to apply ... wear resistant 
. . easy to clean. 











Cabot’s Stain Wax stains and wazes in 
one operation . . . staining the wood with 
rich transparent colors and giving the 
soft lustre of a wax finish. Penetrates deep into the pores 
of the wood bringing out full beauty of grain and texture. 


RAINY LAKE LUMBER CO. Ltd. 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 


WRITE TODAY for Color Card and complete information. You'll 
see why there's profit for you in Cabot’s Stain Wax. 


SAMUEL CABOT, INC. 


552 OLIVER BLDG., BOSTON 9, MASS. 
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SOUTHERN PINE 


@ Interior Trim 
@ Mouldings 
@ Shiplap & CM 


We can mix in your selection of Southern Hardwoods 
— Elm, Ash, Beech, Red and Sap Gum, Red and 
White Oak. 

For over 60 years Davis Brothers Lumber Company 
has been delivering top-quality Southern Pine and 
Hardwood Lumber. Mixed Carloads—Mixed Truck- 
loads. 

Try Davis Brothers on your next order. 


@ Dimension 
@ Flooring 


LUMBER GRADE-MARKED IF REQUESTED 





Serving Quality buyers tor More Than 60 Kars 


by, ANSLEY *. LOUISIANA 


w@ Brothers Lunter Co | 
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-— i — 
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PERFORATED 


Lh ways 
DRAIN TILE 


Helps You to Sell More 
Drain Tile... 


i Four rows of perforations are a big selling advantage. They 
mean fast, efficient sub-surface drainage. Conform to 
A.S.T.M. standards. 


All shale vitrified drain tile made to A.S.T.M. or Federal 
— in our factories in Bowerston and Hanover, 
io. 


3 Available in 12 or 24 in. lengths in both 4 and 6 in. 
diameters. 
Available in straight or mixed cars with other fine BOSCO 
drainage materials. Other products include: ''Alino,"' self 
centering sewer pipe, vitrified clay sewer pipe, septic tanks, 
wall coping, stove pipe, flue linings, chimney tops. 


4 Provides superior drainage 
for: Foundation Drainage — 
Septic Tank Drains — ''Wet 
Spots'' in farm drainage — 
Athletic Fields—Golf Courses 
—City Parks—Tennis Courts— 
Running Tracks 


Sales literature furnished on request. 
Write today to Dept. AL. 


*Reg. U. S. Pat. Off. 








BOWERSTON 


SHALE COMPANY (i) BOWERSTON, OHIO 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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NEW ECONOMY 


SASH HOLDER 


Model VSH-57 7% dia. for Check Rail Sash 
Model VSH-20 34” dia. for Plain Rail Sash 


The demand for Vikre New Economy Sash Holders is increasing 
every day. Builders and owners everywhere know of their money 
saving efficiency — know that they are the only spring tension 
type holders to have all moving parts fully encased to eliminate 
sticking and binding. Vikre Holders require only one hole 
drilled in sash .. . have patented, adjustable steel spring tension. 
Sell genuine Vikre Sash Holders for better profits. 


NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- 
ers are packed with an attrac- 
tively stained, eye catching 
window display with mount- 
ed sample of Holder. Win- 
dow can be raised and low- 
ered. Attractive folders. No 
additional charge for display 
and folders. Order from 
your jobber now. J. N. 
Vikre Co., Inc. 3016- 
14th Avenue South, Min- 
neapolis, Minn. 




















fully illustrated “Directory of Build- 
ing Materials.’’ Containing more than 
100 pages, and including information 
on scores of products and systems, 
this new directory offers solutions to 
many present-day building problems. 


Holley Wood Products 
Operating Sash, Door and 
Millwork Plant 


J. R. Holley and associates have re- 
cently begun operating a sash, door 
and millwork plant under the name of 
Holley Wood Products, Ine., and will 
manufacture and wholesale interior 
and exterior doors, screen doors, plain 
rail and check rail windows, molding 
and trim at Ozark, Ala. 

Mr. Holley has been associated with 
lumber and woodworking in the south- 
eastern states for more than 30 years, 
during which time he has served as 
production superintendent and man- 
ager for some of the larger plants. 


Barrett Builds New Roofing 
Plant in Birmingham 

The Barrett Division, Allied Chem- 
ical & Dye Corporation, will expand 
its manufacturing facilities in the 
south through the construction.of a 
new roofing plant in Birmingham, 
Ala. The new plant, which will be 
erected at a cost of about $2,000,- 
000.00, will be devoted to the manu- 
facture of asphalt shingles, roll roof- 
ings, sidings and other prepared roof- 
ing products. It will be constructed 
at the company’s present plant site in 
suburban Fairfield. 
Barrett will thus be equipped with 





one of the largest, most modern and 
complete plants for the production of 
building materials south of the Mason 
and Dixon line. Completion of the 
plant is anticipated next year. The 
new plant will include modern high- 
speed, automatically controlled fabri- 
cating equipment, designed to produce 
uniform and superior quality roofings. 


Youngstown Teaching 
Fundamentals of Salesmanship 


With this kit of equipment and 
stage dressing, Youngstown Kitchens 
distributors are teaching retail sales- 
men in their franchised areas the 
fundamentals of salesmanship. Frank 
C. Flentye, manager of the Youngs- 
town division of Buhl Sons Company, 
Detroit distributor, shows the sound 
slide records and motion picture films 
on which the entire five-hour “sell- 
ing action” course is recorded. 





THE banners strike the keynote of the 
Youngstown program which is being car- 
ried to more than 10,000 retail salesmen. 





Majestic Flashing Purchased 
by C. G. Hussey & Co. 


C. G. Hussey & Co., Pittsburgh, has 
purchased the business and facilities 
of the Majestic Flashing Co., a diyi. 
sion of Fingles Company of Balti. 
more, and will hereafter manufactur 
Majestic Copper Flashing and marke; 
it through the Hussey warehouse fg. 
cilities. J. P. Lally, president of C. ¢ 
Hussey, reports that Majestic Flash. 
ing was formerly produced from Hus. 
sey Copper, and the identical prod. 
uct will continue to be marketed. 

Sales also will be continued through 
the sheet metal and roofing distribu. 
tors, but improved delivery and stock 
facilities will be made possible through 
the seven Hussey warehouses located 
in New York, Philadelphia, Pitts. 
burgh, Cleveland, Chicago, Cincinnati 
and St. Louis. 


Cloud Oak Flooring Co. Buys 
Plant in West Plains, Mo. 


Cloud Oak Flooring Co., Spring. 
field, Mo., has purchased the oak floor- 
ing plant at West Plains, Mo., which 
was sold in bankruptcy. President 
J. V. Cloud reports the company’s 
daily production of 40,000 feet of oak 
flooring per day will be just about 
doubled. 

Straddle trucks and lumber lifts 
will be used in the new plant to 
eliminate a great deal of manual 
labor. With full production, the com- 
pany will offer a more diversified line. 
Oak flooring which has been largely 
25/32”, will now include a_ good 
quantity of %” flooring, making pos- 























































































































































































































Let Ferguson demonstrate how well we can meet your needs in 


Southern Pine © 


Write, wire or phone 


Now in our 57th year 


Ae ee oe eC On | 


LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 





Southern Hardwoods 
West Coast Woods 




















An_ attractive, 


sizes. 





3 GREAT GARAGE DOORS 


e@ Complete Protection 
e@ Harmonious Beauty 
e Greater Economy 


CAPITOL FLUSH PANEL 


Combines beauty and utility. Panels 
electrically bonded (not nailed) to 
frame—insures rigidity—prevents 
warping—stronger, longer lasting. 
Wide range of sizes. 





CAPITOL EASY LIFT 
one-piece competi- 
tively priced door with great ap- 
| peal. “Timber Top” treated—ter- 
| mite and rot proofed. Balanced op- 
eration—long life. 


See your lumber dealer or write us for full details and prices. 


CAPITOL PRODUCTS 


118 SOUTH THIRD STREET e@ SPRINGFIELD. ILLINOIS 
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e Easier Installation 
e “Feather” Operation 
e Longer Life 




















CAPITOL TAPER SEAL 


The door for your average custom- 
er. Provides beauty, long trouble- 
free life, easy operation—at reason- 
able cost. For you, quick sales— 
more profits. Wide range of sizes. 








Wide range of 





ed 


rh, has 
Cities 
a divi. 
Balti. 
facture 
Market 
use fa. 
rf Cg 
F lash. 
n Hus. 
prod. 
ted, 
hrough 
Stribu- 
1 stock 
nrough 
located 
Pitts. 
cinnati 


ys 


pring. 
¢ floor- 

which 
>sident 
pany’s 
of oak 

about 


r lifts 
int to 
nanual 
> com- 
d line. 
argely 

good 
o pos- 


7 


i 





J 











SINCE 1919... 
the first and 
finest in 

finished oak 
flooring! 


PRE-FINISHED OAK 


Ye"nx2"” & 12” and 25/32"x24%," & 14%”. Rich, gleaming twilight 
tone finish is “ironed into the wood'’ on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2!/4" & 1/2". Straight line, top quality, standard matched. 
Well manufactured from Appalachian Oak and Hard Maple, 
carefully graded. 


HARDWOOD FLOORING 


Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 








WILLIAMSPORT 4181, wire or write... 


THE CROMAR COMPANY 





SUSQUEHANNA ST. WILLIAMSPORT, PENNA. 
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Sel Multiple-Use PLYFORM for more profits 


Stock up NOW for Spring-Summer Building 


New Plyform, the improved concrete form panel, gives 
smoother, fin-free surfaces and increased multiple uses. 
Large labor-saving sizes—4’ x 8’—available in 12”, 54’, 
_ %4"—Interior and Exterior— 
all panels oil-treated, edge- 
sealed . . . immediate ship- 
ment. 


Write for FREE folder “New 
Plyform” 
and extensive test details. 


AETNA PLYWOOD & VENEER COMPANY 


1732 N. ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone: ARmitage 6- 7100 — Teletype: C6305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit, Mi polis, Ri d, Milwaukee, Mindianapolis, Marion, West Lafayette. 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


TRADE MARK 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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OUT STOCKS WITH OUR MIXED CAR ASSORTMENT 


You've come to the right place if you're in the 





market for Southern Pine yard and shed stock 
mixed with the other items at the right. Southern Pine Lumber 
Company has been delivering the best of satisfaction to buy- 
ers for over sixty years—try us on YOUR next order. 


Dependable shippers since 1890 — and for years to come. 


SOUTHERN PINE LUMBER COMPANY 


Mills: DIBOLL & PINELAND, TEXAS Sales Office: 





TEXARKANA, JU. S. A. 


SUPREME" OAK FLOORING 
SOUTHERN PINE 
SOUTHERN HARDWOODS 





Dependable shippers since 1890 — 
<< g@nd for years to come. _ 
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sible more mixed cars or mixed truck- 


loads. A new trucking service re- 
cently installed for customers, pro- 
vides truckloads or pool truckloads 


with deliveries in 24 to 48 hours nor- 
mally, when stocks of flooring are 
adequate. 

In addition to the plant at West 
Plains, the Cloud Oak Flooring Co. 
operates a sawmill with a capacity 
of approximately 25,000 feet of rough 
lumber per day. Four other sawmills 
are in operation at places near West 
Plains, namely: Winona and Kosh- 
konong, Mo. 


Williams & Voris Companies 
Elect New Officers 

At a meeting of the board of direc- 
tors late in April, Earl P. Carter, who 
has been treasurer of Williams & 
Voris Lumber Co., Chattanooga, 
Tenn. for many years, was elected 
to the presidency to succeed the late 
S. A. Williams, Sr., who passed away 
suddenly. 

Other officers are: Lyle Motlow, 
vice-president and sales manager, 
Beath H. Robinson, treasurer, H. L. 
Anderson, Jr., secretary & traffic man- 


ager, S. A. Williams III, assistant 
treasurer. 
Affiliated Williams & Voris com- 


panies have named officers as follows: 
Williams & Voris Lumber Mfg. Co., 
Dothan, Ala.—Earl P. Carter, chair- 
man of the board, Lyle Motlow, presi- 
dent, F. N. Longgrear, vice-president 
and treasurer, J. W. McKinney, secre- 
tary; Williams & Voris Retail Lum- 
ber Co., Dothan, Ala.—F. N. Long- 
grear, president, Lyle Motlow, vice- 
president, Earl P. Carter, secretary 





and treasurer; Williams & Voris 
Hardwood Co., Jackson, Miss.—J. W. 
Bertrand, president, Lyle Motlow, 
vice-president, Earl P. Carter, secre- 
tary and treasurer. 


Meeting of Wood-Turners 
Service Bureau, June 23 


Wood-Turners Service Bureau will 
hold its semi-annual meeting at Se- 
basco Lodge, Sebasco Estates, Maine, 
on June 23 and 24. This will be a 
general meeting for all who are en- 
gaged in the manufacture of shaped 
or turned wood products. 


Kinzua Lumber Company 
Elects Officers 


On April 18, the annual meeting of 
stockholders of Kinzua Lumber Com- 
pany was held in the general offices 
of the company at Kinzua, Ore. Two 
directors, whose terms expired at that 
time, were re-elected, namely Carl C. 
Coleman and O. D. Baker, both of 
Kinzua. Officers and directors of the 
company are: C. C. Coleman, chair- 
man of the board; J. F. Coleman, 
president; S. R. Dietrich, 1st vice- 
president; V. F. Schultz, 2d vice-pres- 
ident; C. C. Coleman, 3d vice-presi- 
dent in charge of logging; J. D. Cole- 
man, 4th vice-president and general 
manager; O. D. Baker, treasurer and 
assistant secretary; J. W. A. Luce, 
secretary; C. W. Johnson, assistant 
treasurer. 

Four directors, namely: J. F., C.C. 
and J. D. Coleman and O. D. Baker, 
reside at Kinzua; S. R. and W. M. 
Dietrich are at Lansing, Mich.; V. F. 
Schultz resides at Dearborn, Mich. 





and J. W. A. Luce makes his home at 
Warren, Pa. 

Stockholders’ meetings of two whol. 
ly owned subsidiaries, Kinzua Pine 
Mills Co. and the Condon, Kinzua & 
Southern Railroad Company, followed 
the meeting of the parent company, 
Since actions taken were _ identica] 
with those taken by the Kinzua Lum. 
ber Company, the officers and direc. 
tors are the same. Kinzua Pine Mills 
Company is one of the most impor- 
tant Ponderosa pine operations in the 
Eastern Oregon district. 



















J. G. Cook Retires as Southern 
District Manager for Simpson 
Logging Co. 


J. G. “Jess” Cook, St. Louis, retired 
March 31 as southern district sales 
manager for the Simpson Logging 
Company, Seattle, one of the leading 
west coast producers of fir, hemlock 
and redwood lumber, doors, plywood 
and insulating board products. Mr. 
Cook’s successor is Paul Cunningham 
who has been transferred from Simp- 
son’s southern California district, ac- 
cording to C. E. Devlin, general sales 
manager. 


Mr. Cook is well known throughout 
the south, and has been located in St. 
Louis since 1921 when he joined the 
St. Louis Sash and Door Works, for 
whom he was manager until 1938. For 
nearly two years following this he 
was secretary of the Southern Sash 
and Door Jobbers Association. He be- 
came St. Louis representative for the 
Henry McCleary Timber Company in 
1940 and joined Simpson when Simp- 
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(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
OHIO CAN & CROWN CO., MASSILLON, OHIO 





‘t you rather sell THE wall tile 
that’s guaranteed and bonded? 


STEEL WALL TILE 









is the only tile guaranteed and bonded! 
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Makes Pickets 
at Low Cost 
























Picket Cutter 











Points 200 to 250 154" to 354'' width pickets per hour 
with planer-smooth finish. No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


Net price $47.50 f.0.b. Wilmette, Illinois 




















. (Where states sales tax applies, add tax.) 


H.A.SCHUBERT Co. 
1210 Washington Ave. 








ear after year use. 24" high Hand operated. 30'' 
mad handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 


Machinists 
Wilmette, Illinois 
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— Pine FOR SALE Hardwoods 





Prompt Shipment, Prior Sale, Subject to Market Changes, Fob Mill less 2%. 
Pine Sold Delivered. Phone your Local Freight Agent for rate from Georgia- 
Main-Line and use SPA weights shown for Delivered Cost. Hardwoods sold 
Fob Mill less 2%. Full protection Guaranteed under SPA and NHLA Rules. 
You are assured Good Quality every respect. 

#2&Btr ADYP 34” RL 8tol6’ AD Poplar, RW&L 8tol6’ 


4 CL ix 4 S4S 23% $ + 
3 CL Ix 5 S4SorCM 23-21% 4 St 2/3 2h Reksses ss 
SL Ix 6 je nal ag 23-214 2 CL 4/4 #IC&Btr — $1 10- 140-150 
Ix 8 S4SorSL 23-224 5 CL 4/4 #2688 Btr (boar un) 
ixi0 S4SorSL 23-22¢ $50-7 S&B 140 
Ixt2 S4S 24% Approx: 20- 35.35- 10% 
.Btr ADYP 30/40% y 
2x 4 S4S Std 25+ $52 GUM—Mixed 
2x 6 S4S Std 25+ 5 CL 4/4 #2Com Rgh/S2S $44 
L 2x 8 S4S Std 254 2 CL 4/4 #1C&Btr 87-107 
CL 2x10 S4S Std 26+ 
2 CL 2x12 S4S Std 26# Write for prices other stock. 
Above prices for Straight Cars Pine Sold Delivered SPA Weights. 
Add $i MFt for 2to4 items Hardwoods Sold Fob Mill. 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Refer to List AL-504 “Our 35th Year’’ Phone 3-772! 
Birmingham, Ala. Branch Office Box 97 Powderly, Phone 8-1548 
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ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 


Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8" and 10" 
siding. 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 








wed Now! 


Take Advantage of Our Present 


LOW PRICES 


Warehouse or Carload Shipments 


We Can Give You Prompt Shipments of High Quality Birch 
Plywood — Birch Veneer — Birch Lumber — Birch Doors 


BIRCH PLYWOOD 


Stock Panels Door Panels 
Grades: A-l, A-3, 1-3, 1-2, 2-2, Grades available: |-2-3 


2-3, 3- 
qpeied so a 1/8" to 3/16" 3 ply panels 

All Thicknesses: 1/8" to 3/4 available for all standard doors 

Complete Stock Sizes or Your 

Sizes Upon Request 


Phenolic, Urea, Melomine, and 10 Cycle Glue. All hot press glues, 
on Door Panels and Stock Panels. All birch plywood meets standard 
CS 35-47 Bureau of Standards specifications. 


Birch Veneer Birch Lumber 


Rotary and Sliced Cut All Standard Grades and Thick- 
Standard Thicknesses nesses 

Faces, Backs, Cross Banding & Kiln dried and air dried 

No. | Sheet Stock Each car carries NHLA Certifi- 
Specify your Requirements cate of Inspection and Tally 


ACT NOW -- WIRE -- PHONE -- WRITE TODAY 
FOR NEW LOW PRICES 


W. R. BRAUND COMPANY 


Suite 214, Dept. CD, Wabeek Bldg., Birmingham, Michigan 
Telephone 5022 TWX Birmingham 500 











D. M. McCuintock Lumber Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 


























‘ ~ Specialists in Oak Floor- 
ing. General wholesal- ~= 
ers of all lumber items. 


Contact us on your 


needs. 





Fi E. WEBSTER LUMBER CO., '2:.%..%:,{°79,29 
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ASK YOUR 
WHOLESALER 
~ FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 


W. M. McGowin Lumber Co. 


Pine Apple, Alabama 











son acquired the McClary properties homes, and there were reports of jp, 
in 1942. mediate sales of replicas of the house 
“Jess” Cook’s retirement falls under shown. 
o the provisions of Simpson’s manda- The objective of the progrann igs i 
tory retirement plan, Mr. Devlin said, stimulate residential construction }y 
’ ectional and is in fact recognition of a job giving in cities and towns throughoy 
wonderfully well done. the country practical demonstration 
eat Mr. Cunningham joined the Simp- of the fact the American families ¢ 
WVU son staff in Los Angeles last year moderate income can build attractiy 
after 20 years’ experience in the and comfortable modern homes at tp. 
southern California construction and day’s prices by careful budgeting. 
/ lumber business. He is well known in Each of the demonstration house 
Wt OS his new district as he has spent a in Detroit was in a different style of 
great deal of time in the south. architecture and all were shown cop. 
Simpson’s Southern District head- pletely furnished throughout. Spec. 
quarters have been moved to Shreve- fications were such as to bring the 
\ — a offices are price range within the reach of mid. 
' ocated at 421 ert St. dle-income families. Among the proé. 
Three Models ucts featured in some of the demon. 
Good American Home stration homes were Ruberoid’s Dubl. 
With or without lan- Program Launched in Detroit Coverage Tite-On —— and Cob. 
’ : Ss a nial asbestos-cement siding. 
terns. 8 foot hollow . = Geet Auntens ann oe With the pattern set and mucke: 
lamp post—easy to ee ee eee ee ie perience gained in Detroit, activ 
. tional Retail Lumber Dealers Associ- te sant tee tien a 7 
wire and install. ation and the United States Savings steps eee — taken by t pala tae ion 
and Loan League was launched in to age the program on a nate 
Detroit recently with highly promis- ae ee 
ing results, according to an announce- 
rust proof—lasts a ment by The Ruberoid Co., which is Open Kreilick Lumber Company 
ie { participating in and supporting the 
lifetime. program. Edwin H. and Paul E. Kreilick, Kal. 
Approximately 30,000 Detroit citi- amazoo, Mich., opened the Kreilick 
Ships parcel post q zens turned out on the opening day Lumber Company, Kalamazoo, Mich, 
Send for a catalog to view the first eight demonstration early in April. 





Beautifully designed 








— Gregg & Son New Location Will Triple Floor Space 


a or od Gregg & Son, Inc., Nashua, N. H., No immediate addition to the Gregg 
Wratis4 r Pp has taken over a 600,000 foot, 8-story line of entrances, doors, windows, 
warehouse and other buildings for trim, mantels, china closets, kitcha 


millwork operations, and for storage cabinets and other millwork is cor 
NEW BRITAIN, CONNECTICUT and warehousing. The total floor templated at this time. Immediate 
space of nearly 12 acres is three 


L : expansion is indicated as beng cor- 
OSHKOSH WOOD PRODUCTS | | times,ttat,now geeupied, by the com-  centrated on Gregg Window Unis 

s Ss 1 ’ es. : F : z : 2 ' 
CORPORATION Acquisition of the new facilities including the increasingly demande! 


OSHKOSH, WISCONSIN will make possible the installation of picture window units. 


new machinery and equipment for The property now occupied by the 
Manufacturers of improved production methods and Gregg operating units and_ wate 


', production line operations, greatly houses, together with the power plant, 

WOODWAY increasing plant capacity and output. have been placed on the market fo 

In addition, provision is made for sale. Full scale production in the new 

VENETIAN BLIND—SLATS, more storage space for stock and for property is planned by fall. The con- 

RAIL & FASCIA warehousing the company’s finished pany today has more than 300 peopl 
MOULDINGS—ST’D & SPEC. products. on its payroll. 


FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 























WOODWAY quality, 
means 
Extra Profits 
for YOU 


“The Good Way lo Buy aoengseiet 't! wast sft 




















"<- ae A substantial part of the work at this new plant of Gregg & Son, Inc., will involve the 
“A WOODWAY installation of new machinery and equipment. Where present equipment is to 
: moved, the 80-year-old firm plans to transfer operating units in their entirety. 
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ctf DOUGLAS FIR Lumber C 
tration umber 0. 
nilies of SPECIFIED DIMENSION 

tractive OUR SPECIALTY = 


S at to. We can ship straight cars of ° . : 
ing. pond length or oe specified Distributors of 


houses lengths you want. Boards and 


style of small timbers of —. Also BREW N [>] (NI[E 
SUY1E of precision trimme tuds cut : 
WN con. to exact length. LET RB Mee 


Sh PONDEROSA PINE 


of mi AAR-KANG\ MANUFACTURING CORP. SUGAR PINE 


denim: iter N11) . rel Iacie] 


: Telephones — Portland Line CH. 3330 or Tigard 6161 DOUGLAS FIR 
19 Ol0- 
WHITE FIR 


f| SPECIFIED LENGTH | . “ 
/_SPECIFIED LENGT Shevlin-McCloud 








uch ex. 
active 
ponsong| Every Yard Should Have an 


nation. “ 
American Car Door Roller cilia tie Crean ate 
smpanyfl| best and cheapest = rp THE McCLOUD RIVER LUMBER CO. 


helper for loading and . t - . 
ck, Kal.g | tloading lumber. < McCloud, Calif. 


K -ejlick 

‘ Pes Often pays for itself in one lumber shipment. Adjustable THE SHEVLIN-HIXON COMPANY 
1 to fit openings 5 to 6 ft. wide: double extension roller for Bend, Ore. 

door 5 to 8 ft. wide. 
Can be furnished with wood or steel beam. “American” MEMBER EXECUTIVE OFFICE 
Legging Tools and Appliances best on the market. setae Was Gea 900 First Nat‘l-Soo Line Bldg. 


Write for catalog and information West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 
ion. 
e Gregg 


‘ndovff| AMERICAN LOGGING TOOL CO. —— 


Kitches * San Francisco 5 New York 17 Chicago 1 
is a Evart, Mich. g 

‘mediate 
ng con- 


a a | : . 
by th FLOORING FIRST in Flooring 


| ware: 

2 plant, 2nd and 3rd Grade 

ket fe MAPLE FLOORING 

the new 

he con: This Diamond Hard Second and Third maple 

) peopl flooring will meet your customers’ needs for 
durable, economical flooring. Ideal for the low 
cost housing market as well as in warehouses, 
storerooms, etc. Standard manufacture. 





























Write, wire or phone 


_W. WELLS LUMBER CO. —eceaczaemeeiee-£ 
FLO 


Menominee, Michigan 





OAK @ BEECH @ PECAN 


YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Top-quality flooring—carefully manufac- 
tured, scrupulously graded. 

Band Mill carriages . . . edgers . . . Portable Mills 
... Log stop and Loader .. . Shotgun steam feeds Also Band Sawn Hardwoods 


. . . Automatic feed table for planing mills. Write ; 
for catalog and ‘Power House’. Modern Dry Kilns, Planing Mill, Oak 


Flooring Plant 


ir VU — ll | Send us your inquiries. 


MACHINERY 4bp\e 


‘v2 ry MOBILE RIVER SAW MILL CO., Inc. 


olve the -7 re On SANA 
is to be MT. VERNON, ALABAMA 
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Recently Elected Officers 
of Armstrong Cork Company 





i 


Kenneth O. Bates 


C. J. Backstrand 


The board of 
directors of Arm- 
strong Cork Com- 
pany recently 
elected C. J. 
Backstrand, pres- 
ident, and H. W. 
rrentis,. dr. 
chairman of the 
board. Mr. Pren- 
tis retired as 
president after 
serving 16 years 
in that capacity. Kenneth O. Bates 
was re-elected vice-president and des- 
ignated executive vice-president. 

Mr. Backstrand, a native of Los 
Angeles, joined the Armstrong organ- 
ization as a student salesman in 1921. 
Rising through a succession of sales 
positions, he was named general man- 
ager of the Floor Division in 1933. He 
was elected a director of the company 
in 1935 and a vice-president in 1938. 
He has been first vice-president since 
1945. 


H. W. Prentis, Jr. 


Mr. Prentis, a native of St. Louis, 
is a former president of the National 
Association of Manufacturers and is 
widely known for his interest in gov- 
ernmental, economic, and social ques- 
tions. He joined Armstrong in 1907 
as an assistant to the manager of the 
Insulation Division. Four years later 
he became the company’s first adver- 
tising manager. In 1920 he was ap- 
pointed general sales manager of the 
Floor Division. In 1926 he became the 
first vice-president of the company 
and in 1934 he was elected president. 
During his regime as president the 
number of the company’s domestic 
plants was increased from 9 to 18. 

Mr. Bates, who was born in Minne- 
sota, joined Armstrong in 1921 as a 
student salesman in the Floor Divi- 
sion. After serving in a number of 
sales positions, he was named general 
manager of the Floor Division and a 
vice-president of the company in 1942. 
He was elected to the board of direc- 
tors in 1948 and since 1945 he has 
served as vice-president attached to 
the president’s office. 


Companies rbunounce 

Roddis Plywood Corporation, Marsh- 
field, Wis., was appointed distributor 
of Forest Hardboard, according to 
Harold A. Miller, president of Forest 
Fiber Products Company, Forest 
Grove, Ore. Forest Hardboard is a 
Douglas Fir panel made through a 
controlled process which is used for 
wall panels, ceilings, table tops and 
built-in furniture. Mr. Miller said that 








Roddis will handle the products in 16 
warehouses throughout the nation in 
addition to 10 distributing companies 
for a total of 26 distributing outlets 
throughout the United States. 


C. M. Dendy, who recently resigned 
his position as sales manager of the 
Stutts Lumber Company, Thomasville, 
Ala., has become associated with the 
J. P. Moyer Lumber Company as man. 
ager of the Yellow Pine Department, 
Mr. Moyer will operate the Hardwood 
Department, and Mr. Dendy the Yel- 
low Pine Department. Mr. Dendy is 
well known among the trade and mills, 
having been in the Yellow Pine end 
of the business for 37 years, being 
sales manager with the W. A. Belcher 
Lumber Company for nine years, en- 
gaged in the manufacture of Yellow 
Pine having his own mills for seven 
years. 


George Macklin, former’ general 
manager, Sager-Barrows Lock Works, 
has been appointed Marketing Man- 
ager, National Brass Company, Grand 
Rapids, Mich. Mr. Macklin will devote 
the principal part of his time to work- 
ing with the direct factory repre- 
sentatives of the company and with 
the dealers handling Dexter Locks. 
The objective is to develop a closer 
relationship between the factory and 
the company’s family of dealers. Mr. 
Macklin carries with him a broad 
background of experience in the hard- 
ware industry. His work started at 
the Sager-Barrows company in 1925, 
where he advanced to assistant gen- 
eral manager in 1937. In 1941 he 
joined the Eagle Lock Company as 
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THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 











MAKE MONEY 
ON 
ALUMINUM 
AND 
BRASS RAILS 


FREE 


TODAY write 
for folders and 
complete infor- 
mation. DO IT 
NOW III Y 





Famous for finer quality since 1882. 


AUTOMATIC 
GA ' GG st 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 





$30 to $50 A MONTH 
IN LUMBER AND LABOR 







ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 


a MICHIGAN 









YES ... LOW- 
EST POSSIBLE 
PRICES to net 
you attractive 
profits . . . on 
NEWMAN non- 
ferrous railings, 
gates, grilles, 
doors, en- 
trances, tablets, 
letters, etc. 








NEWMAN BROTHERS, Inc. 


Dept. A-L_ Cincinnati 3, O. 

















BURNER with 
CONE GRATE 


*Burns 25% More 


*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 








May 20, 1950, AMERICAN LUMBERMAN & 


































Miss 
vise 

to he 
tive 

Indu 
men 
boa1 
inch 
dent 
of t 









































s in 16 
tion in 
panies 
Outlets 


‘Signed 
of the 
AS Ville, 
th the 
S Man- 
tment, 
‘wood 
e Yel- 
ndy is 
| mills, 
le end 
being 
elcher 
rs, en- 
Y ellow 
seven 


eneral 
V orks, 

Man- 
Grand 
devote 
work- 
repre- 
| with 
Locks. 
closer 





DS 























rice-president and director in charge 
if their plant operation. He returned 
)) Sager-Barrows as general manager 
in 1944, a position which he resigned 
it 1949. 






J. H. Setinsky, who has been in 
charge of manufacturing for The 
flintkote Company for several years, 
has been elected a vice-president, I. J. 
Harvey, Jr., president, announced. Mr. 
%tinsky, who joined the company in 
{944 as an executive of its Pioneer 
Division, Los Angeles, Calif., has been 
atively associated with the building 
materials industry for the past 25 
year's. 












Henrietta DeLoof has been pro- 
moted to publicity director by The 
Rapids-Standard Company, Inc. of 
Grand Rapids, Mich., manufacturers 
of material handling equipment. For- 
merly industrial editor of the firm, 
Miss DeLoof will continue to super- 
vise company publications in addition 
toher new duties. Miss DeLoof is ac- 
tive in the International Council of 
Industrial Editors, at present being a 
member-at-large of the executive 
board of the group. Past offices held 
include area vice-president and presi- 
dent of the West Michigan chapter 
of the organization. 




















John D. Canary has been appointed 
sales representative in the Chicago 
metropolitan area for Aetna Plywood 
and Veneer Company, Chicago. He 
joins Aetna as a seasoned salesman— 
in fact, he has been selling most of 
his life with companies like U. S. 
Gypsum and §S. C. Johnson & Sons. 
As a USG paint specialist, he contact- 
ed Central Illinois and Iowa lumber 
dealers, giving them merchandising 
ideas and setting up dealer sales pro- 
grams. He now brings another serv- 
ice to the dealer with Aetna’s Plytex, 
Venetex, P.V. Hardboard and Hasko 
Flush Doors. Supported by the com- 
pany’s diversified plywood inventory 
and prompt delivery service, Mr. 
Canary is equipped to give his ac- 
counts a complete plywood service. 






















Tom Connellan, manager of the 
Strand Door Division of Detroit Steel 
Products Company, Detroit, has 
named regional representatives, as 
follows: A. G. “Bob” Ricketts, with 
headquarters in Cleveland, Ohio; Rob- 
ert (Bob) Kirkman, whose headquar- 
ters are in Dallas, Tex.; Frank X. 
Rowell, Atlanta, Ga., and Glenn V. 
Hall, Washington, D. C. 












William J. Hanley heads the new 
branch office of the George E. Miller 
Lumber Company in Jersey City, N. 
J, according to George R. Wicker, 
sales manager of the Portland, Ore., 
company. Mr. Hanley from his office 
In the Trust Co. of New Jersey build- 
ing, Jersey City, will handle sales in 
the New York metropolitan area pri- 
marily, with his territory including all 
of New York, Connecticut and New 
Jersey. A veteran of 26 years in the 
lumber business, he was recently 
branch manager of the Verd & Mc- 
Dougall Lumber Company and for- 
merly with the Bert D. Campbell Com- 
pany. Besides acting as a wholesaler, 
Mr. Hanley will sell the Cascadia 
Quality lumber which is manufac- 
tured by the George E. Miller Lumber 
Company. 
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Obituaries... 


HENRY B. FRANKS, Delta, Ohio, 
one of AMERICAN LUMBERMAN’S 
oldest subscribers, passed away at his 





home April 19. He was 92 years of - 


age. A native of Medina County, 
Ohio, Mr. Franks moved with his par- 
ents to Hillsdale County, Mich. in 
1870. As a young man, he started in 
the lumber business with very small 
capital, and single-handed. In 1886 he 
moved to Montpelier, Ohio, where he 
continued in the lumber business until 
1913 when he sold out and began pur- 
chasing timberland in the vicinity of 
Alpena, Mich. At various times dur- 
ing his long career, Mr. Franks 
shipped lumber to Europe, especially 
to England and Sweden. He was in 
contact with many prominent men in- 
cluding the late President Harding 
and several Ohio governors. 


CHARLES HOLYOKE, 89, founder 
and president of the Charlestown lum- 
ber corporation bearing his name, 
died April 19, at this home in Med- 
ford, Mass. Mr. Holyoke was consid- 
ered the dean of the hardwood dealers 
in his area, and was a charter mem- 
ber of the Boston Chamber of Com- 
merce. He was also a member of 
the National Hardwood Lumber Asso- 
ciation, the National Wholesale Lum- 
ber Distributors’ Yard Association, 
and the New England Wholesale Lum- 
ber Association. 


MERCER J. JAMES, associated 
with The American-Canadian Lumber 
Corp., Buffalo, N. Y. died March 24. 


MILTON S. WEBB, an associate 
of Morrison-Merrill & Co., Salt Lake 
City, Utah, passed away March 24. 





Farm Buildings Day brings 
farmers and dealers 
together 


(continued from page 63) 
cial work that is a part of farm 
living. For example, a place should 
be provided where men can wash 
before entering any other part of 
the house. 
It should include a work center for 
canning fruits and vegetables. 

In his talk on “Planning Milking 
Barns That Fit Your Barn,” Prof. 
Gordon Nelson declared that only 
6 percent of the cost of milk pro- 
duction can be charged to the barn. 

“Any cutting of corners in build- 
ing the barn saves only a very 
small part of the cost of produc- 
tion of milk,” Nelson added, empha- 
sizing the importance of building 
the best barn possible. 

Nelson listed the following as 
essential considerations in erecting 
a barn: study of plans, check of 
selected plan with local dairy in- 
spector and consultation with local 
lumber dealer for ideas on construc- 
tion and materials. The plan should 
fit the herd. No one type of milking 
barn is perfect, concluded Nelson. 
Each has its good and bad points. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
=~ It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in jorm 
6 point = No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 

Minimum Charge $2.00 

Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
Mink um charge of 35c per line. 


For advertisements bearing box number count - 
five extra words. There are approximate! 

5 words to a line and when less are specifi 

er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMB & 
BUILDING PRODUCTS CHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 











HARDWOOD INSPECTOR: West Virginia band 
mill; permanent; good living conditions; give 
full particulars, age, experience, etc. Address 
Box B-26, American Lumberman, Inc. 





COMMISSION SALESMEN 
In certain territories in Illinois, Indiana, Ohio 
and Michigan to sell Southern and Western 
woods on split profit basis: 100% protection on 
repeat business. Gaiennie, Box 1774, 
Shreveport, Louisiana. 





WANTED: Retail lumberman with enough ex- 
perience, knowledge and ability to fill posi- 
tion of Division Superintendent of a group of 
yerds. Address Box B-58, American er- 
man, Inc. 





We are looking for men with ambition and 
ability to fill positions in retail lumber yards 
from beginners to experienced managers. If 
interested in advancement address Box B-59, 
American Lumberman, Inc. 





WANTED: Manager of a good retail lumber 
yard. If interested and want further informa- 
_— write to: Box B-60, American Lumberman, 
nc. 





WANTED: Moulder Man. Experienced in mill- 
work business. Must be able to set up ma- 
chine and grind own knives. Steady Work— 
Top Wages. Apply Carr & Johnston Com- 
pany, 1219 So. ington, Peoria, Illinois. 





Wanted an executive to handle sales and 
general management of the largest wood 
working plant in Northwestern Penna. Man 
not over 40 years of age who can fit into 
a very small community and who can stand 
full investigation as to ability and other 
qualifications. To the right man this is an 
unusual opportunity. Address Box B-65, 
American Lumberman, Inc. 
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HELP WANTED 


SITUATIONS WANTED 








HELP WANTED 
Salesman—to sell West Coast products, West 
Virginia Hardwoods and Softwoods through- 
out Pittsburgh territory and western part of 
Pennsylvania. Give age, experience, etc. 
Address Box B-25, American Lumberman, Inc. 





Wanted: Suburban Chicago Yard. Office 
man with knowledge of plans, take off, 
etc. General office work. Address Box A-48, 
American Lumberman, Inc. 





Wanted—Experienced estimator, biller and de- 
tailer for special and custom millwork. Prefer 
man 40-50 years old, with good personality 
and ability to work with others. Salary about 
$5200 per year. Submit ten year employment 
record, picture and personal data to Stiles, 
Inc., 1555 Eastern Avenue S. E., Grand Rap- 
ids, Michigan. 





Wanted—Experienced lumberman capable of 
taking charge of retail and wholesale ship- 
ments of lumber and building materials. Good 
future and opportunity for advancement for 
ambitious man. Give past record in your ap- 
plication. 
Scott Graff Company 
Duluth, Minnesota 


DETAILER AND BILLER 
Old established Florida company wishes to 
employ an experienced Detailer and Biller — 
preferably a man who is also experienced 
Estimator. 





J. F. Townsend 
Townsend Sash, Door & Lumber Co. 
Lake Wales, Florida 


Lumberman to manage sawmill, concentration 
or wholesale-retail business wherein full re- 
sponsibility for inspection, gy and cler- 
ical work may be undertaken. perienced 
and technical in native hardwoods, also six 
years western softwood grading. Now em- 
ployed as inspector but not using full capa- 
bilities. Married, stable, age 37. Address 
Box B-45, American Lumberman, Inc. 





Position Wanted: Factory representative of a 
nationally known building materials manu- 
facturer wishes to relocate in responsible po- 
sition on West Coast. Excellent background 
in wholesale-retail lumber and building ma- 
terials business. Management-production ex- 
perience in wood-using industry. Forestry 
College graduate. Address Box B-46, Ameri- 
can Lumberman, Inc. 





WANTED 





ee 








Wanted: Carloads of soft textured lumber, 
cut in lengths from 3 ft. to 6 ft., having 
widths 2°’ to 4° wide. Write for complete 
specifications. Cavaler Spring Co.. Inc., 67) 
enry St., Detroit, Michigan. 








WANTED: 100,000’ mixed Hardwood, Random 
widths and lengths, 7, or 4/4. also 50,000’ 
2x4xRL, must be 17/g x 37/g. All lumber rough 
and semi-dry. This is our monthly require. 
ments. Quote delivery carload lots FOB 
Hamilton, Indiana. Terry Lake Lumber Co,, 
Hamilton, Indiana. 





a; 


WANTED TO BUY— 
MISCELLANEOUS 





Retail lumberman desires change. Young :mar- 
ried man would like to locate with manufac- 
turer or wholesaler. Millwork line preferred. 
Experience in retail yard as salesman, esti- 
mator, draftsman and manager. Address Box 
B-37, American Lumberman, Inc. 





Yard Manager presently employed wishes to 
locate in Wisconsin, Illinois or Minnesota ter- 
ritory. A hustler and all around good lum- 
berman. A very good risk. Address Box B-47, 
American Lumberman, Inc. 





Wholesale-Lumber-Millwork-Plywood sales- 
man, to cover Jersey territory. Experienced. 
Thorough knowledge of retail yard needs. 
Address Box B-48, American Lumberman, Inc. 





Young man, sash and door experience for 
order department work. Large wholesaler 
located in Chicago. In reply give details of 
age, experience and salary desired. Address 
Box B-38, American Lumberman, Inc. 





Wanted an experienced estimator, detailer 
and biller for special wood millwork. Address 
Box B-39, American Lumberman, Inc. 





Wanted Retail Yard Manager with contract- 
ing and building knowledge and experience, 
for Iowa County Seat town. State salary re- 
quirements in reply. Address Box B-40, Amer- 
ican Lumberman, Inc. 





Credit Manager with training in bookkeeping 
and accounting with some retail lumber ex- 
perience and lots of ambition. Northeast Ohio. 
Address Box B-41, American Lumberman, Inc. 








Estimator—Akron Ohio District—to figure ma- 
terial lists and take off blue prints. Must 
have general knowledge and experience in 
retail lumber business. Apply Box B-42, 
American Lumberman, Inc. 





Wanted—Young man for assistant manager of 
small county yard. Must have ability so he 
can be trained for manager. Chance for ad- 
vancement as this is a line yard. Address 
Box B-43, American Lumberman, Inc. 





Wanted: Purchasing agent for Lumber and 
Mill work. For one qualified this is an un- 
usual opportunity for an executive position 
and a rare proposition that seldom comes 
your way. Barker-Lubin Co., Springfield, IIl. 





YARD FOREMAN—Must be experienced, know 
mechanical material handling, handle drivers 
and laborers. Write stating experience and 
salary desired. Address Box B-44, American 
Lumberman, Inc. 


SITUATIONS WANTED 


Position as manager, experienced buyer, plan- 
ing mill operation desiring complete listing 
from plans. Age 51. Desire change. Address 
Box B-30, American Lumberman, Inc. 














WHOLESALE LUMBER SALESMAN 
Located Metropolitan New York wishes to 
make connection with West Coast manutfac- 
turer or established wholesaler. Address Box 
No. Y-60, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT 

Years of experience, manufacturing fine de- 
tailed and stock millwork. Good expediter. 
Address Box A-37, American Lumberman, Inc. 
Want to manage going retail or wholesale 
lumber yard. Have fifteen years ‘experience. 
Have reached limit in present position. Pre- 
fer Ohio or Indiana location. Address Box 
B-62, American Lumberman. 


96 





Wanted: Position as Retail Yard manager or 
assistant manager. I have 15 years experi- 
ence in retail lumber from shipping and yard- 
ing stock and counter selling. estimating lum- 
ber and millwork. Would like to make small 
investment if possible. Address Box B-49, 
American Lumberman, Inc. 





Experienced yard manager wishes to make a 
new connection. Employed. Prefer middle- 
west. Address Box B-51, American Lumber- 
man, Inc. 


SALES REPRESENTATION 
AVAILABLE 














RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston. W. Va. 





WANTED—Dry Shavings and Sawdust. Ad- 
dress Box B-57, American Lumberman, Inc. 


USED MACHINERY WANTED 














One 4 or 6 drum sander. Upper and lower 
drums. General Door Mig. Co., West Bend, 
Wisconsin. 


TIMBER & TIMBERLAND 
WANTED 














If you want to sell your timber or mill it 
may be to your advantage to contact: 
Huffman, Broker, Box 563, Huntington, W. Va. 


~ BUSINESS OPPORTUNITIES | 











MILL REPRESENTATIVE 
Located Detroit, Michigan, wishes to make 
connection with reputable west coast and 
southern mills. Address Box A-25, American 
Lumberman, Inc. 





Is there a small to medium producer of Fir 
who realizes current shortage is temporary 
and wants good outlets in Illinois, Wisconsin 
area. Have no present connection. Will han- 
dle on commission basis. Address Box B-55, 
American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 














SALES REPRESENTATIVE 
Outstanding Opportunity 


If you have had experience in spe- 
cialty selling of home improvements, 
we have an interesting proposition for 
you. Our firm manufactures an out- 
standing line of all-aluminum screen 
doors and all-aluminum house screens. 
We are seeking a wide-awake sales- 
man to cover this territory. He will 
follow up the activities of our present 
dealers and will also build up a new 
dealer clientele. Our firm is one of 
the largest of its kind and our prod- 
ucts are nationally advertised. Excel- 
lent commission arzangement for the 
right man. Write directly to the Alu- 
matic Corporation of America, 2081 S. 
56th Street, Milwaukee, Wisconsin. 





Manufacturer's Representatives, selling steel 
bathroom cabinets, exclusive territories, ten 
per cent basis. Fries & Son, Second & Madi- 
son, Covington. Kentucky. 





May 20, 1950, AMERICAN LUMBERMAN & 


Wanted—Wholesaler or Mill to furnish finan- 
cial assistance in the form of inventory. We 
operate one of the largest and most modem 
retail lumber and building material supply 
yards in western New York. Only some one 
capable of supplying fir, yellow pine 
ponderosa need reply. Our needs will exceed 
60 cars in the next 12 months. Address Box 
A-40, American Lumberman, Inc. 





FOR SALE 


Excellent North side location for building ma- 
terial and softwood yard. Adequate office 
and storage facilities. Available July lst. 
Chas. Gill, 1811 Pratt Blvd., Chicago 26, Ill. 





WANTED .. . NATIONAL DISTRIBUTOR 
UNUSUAL OPPORTUNITY FOR LARGE REPU- 
TABLE MARKETING ORGANIZATION. One of 
the Nation’s leading service organizations, 
dealing with wood-boring insect control and 
wood preservation, not in position to ade- 
quately promote and market its two job- 
tested chemical compounds, seeks aggressive 
sales organization for domestic and foreign 
distribution. No job-tested products compat- 
able on the market today. Products regis- 
tered and approved by the U. S. Department 
of Agriculture, Production and Marketing Ad- 
ministration, and with the U. S. Patent Office. 
All preliminary work including unusually at- 
tractive, lithographed containers, scientific 
research and comprehensive announcements 
to hardware, lumber and building supply 
dealers has been completed. Products offer 
unlimited possibilities for aggressive organl- 
zation to sell millions of gallons annually. 
To receive consideration please set forth in 
detail size of organization, territories covered, 
products handled and such other pertinent 
information as_will enable us to give you 
further facts. All replies strictly confidential. 
Address Box B-32, American Lumberman, Inc 








Financially strong wholesaler and distributor 
desirous act as purchasing department for 
several retail yards: could also render some 
financial assistance. If interested write to 
Box B-64, American Lumberman, Inc. 

















